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1926 Brought Many 
Changes in the Fire 
Insurance Business 


Companies Showed Much More 
Willingness to Unite to Solve 
Common Difficulties 


ORGANIZATIONS ARE ACTIVE 


E. U. A. to ‘Start Auspiciously ; 
Personnel Changes in Auto Con- 
ference and A. F. I. A. 


The year drawing to a close today will 
be remembered in fire insurance circles 
for many momentous changes which have 
occurred in the last twelve months in the 
organizations that have control over nu- 
merous practices of the business. Indeed, 
the internal reconstruction and_ the 
changes in personnel have been of such 
a character that these organizations 
should continue to function without ad- 
ministrative interruptions for several 
years and thus carry out the far-sighted 
progress that have been prepared to take 
care of the immediate future of fire in- 
surance. 

During the last few years there has 
been an element of instability, a feeling 
of dissatisfaction, in several branches of 
fire insurance, and this in large part has 
been eliminated by constructive develop- 
ments consummated during 1926. The 
business stilf faces several big questions, 
notably those dealing with the wholesale 
finance risks of automobile insurance and 
the general underwriting of marine in- 
surance, but 1927 will be ushered in with 
considerably less apprehension than ex- 
isted a year ago. 

E. U. A.. of Leading Importance 

Of outstandine importance in the Fast 
is the proven ability of fire insurance 
companies on the whole to get together 
harmoniously and sincerely to attempt 
to eradicate many of those evils which 
had been contributing to the mounting 
costs of fire insurance and which had 
squeezed out the underwriting profits of 
the business. The new Eastern Under- 
writers’ Association is the definite out- 
come of the series of successful confer- 
ences held by the companies. And the 
agency forces of the companies have 
likewise concurred favorably with what 
has been done and have signified their 
intentions of co-operating wholehearted- 
ly. When it is realized that companies 
writing over 95% of the fire premiums 
in this section of the country during 
1926 are members of the E. U. A., one 
gets a true picture of the extent to which 
individual differences and ambitions have 
been subordinated for the common good 
of the business and the public for which 
the business is conducted. 

After years and years of severe com- 
petition between fire insurance compa- 
nies, competition which manifested itself 
In excess commissions, rate reductions, 
expensive service departments, credit ex- 
tensions and numerous other ways, few 
believed a year ago that these unhealthy 
growths could be cut out successfully. 
But a few had faith and determination 
to strive for the ultimate goal, and strive 
they had to before they won. But the 
(Continued on page 16) 




















PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 
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123 William Street, New York 


























The Insurance Company of North America has never 
lacked widespread and capable representation. The 
most aggressive insurance agents are attracted to its 
standards—because it enjoys national protection for 
dependability, because its scope of protection covers 
every property insurance need and because in its field 
organization and head office it is equipped to render 
the type of service that every agent needs for maxi- 
mum success. 


Insurance Company of 


North America 
Philadelphia 
and the 


Indemnity Insurance Company of North America 
write practically every form of protection except life. 





Founded 1792 




















Celebrate With Us 


Next June this Company will celebrate its Eightieth Anniversary 
with a great Convention in Philadelphia, to be attended by Field rep- 
resentatives from all parts of the country. 


The PENN MuTUuAL has places for capable, hard-working men and 
women who are devoted to the highest ideals of life insurance. Con- 
tracts are satisfactory, and the conditions and atmosphere of a PENN 
MuTUAL agency relationship are of the kind that creates enthusiasm 
and assures permanency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 














Bar Commissions’ 
Credits in Group 
Rate or Dividend 


Action by Group Association Fol- 
lowing Hearing in Office 
of Beha 


STATUS OF THE AGENT 
$125,000,000 Line of General 


Motors Discussed; Flynn Heads 
New Committee 








The association of companies writing 
group insurance has voted not to write 
any more policies on a non-commission 
basis where there is any understanding 
expressed or implied that the saving in 
commission shall be a direct saving to 
the group insurance account of the pol- 
icy. 

That was the most important develop- 
ment which has followed the writing of 
about $125,000,000 of group insurance on 
the General Motors and its subsidiaries. 
It was made known at a hearing before 
Superintendent of Insurance Beha at- 
tended by companies in the group asso- 
ciation at which the superintendent 
asked that all the companies writing 
group try to settle between themselves 
the controversy which came to a climax 
following the announcement that the 
Metropolitan Life had won out in the 


competition for the General Motors 
group. 


Superintendent’s Suggestion 

The superintendent had listened to the 
group men tell of the situation now pre- 
vailing in group insurance, including the 
position in the group community of the 
agent or broker, and after a couple of 
hours arose and said: 

“Settle this among yourselves. The 
chief point which interests me is that 
there shall be no violation of the law 
which prohibits rate discrimination. You 
can meet here all afternoon and tomor- 
row and the next day if you want to. I'll 
now retire and leave you to your own 
resources.” 

There followed an executive session 
which resulted in the action described 
in the first paragraph of this story, and 
in the appointment of a committee to 
consider the entire question of group 
commissions, especially with respect to 
large cases. Benedict C. Flynn of the 
Travelers is chairman of the committee. 
Other members are A. C. Campbell of 
the Metropolitan Life and Charles F. 
Glueck of the John Hancock, Boston. 

Decision Gives Satisfaction 

The decision of the association to ac- 
cept the principle of no return to the as- 
sured in any shape or form of credits 
for commission remuneration withheld 
gave general satisfaction not only to the 
underwriters’ associations of the country, 
but also to companies writing group in- 
surance as it settles a matter which has 
interested the entire life insurance fra- 
ternity. 

When seen at the office of the Metro- 
politan Life, Vice-president James E, 
(Continued on page 11) 


December 31, 1926 





























AT THE CLOSE OF THE YEAR 


1926 


THE EQUITABLE LIFE OF IOWA 
will complete the most successful 


year in its history. 


We wish to thank all those who 


helped us to contribute toward 
this result. 
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Prudential Wins Very 
Important Action In 
Double Indemnity Case 


W. MARSHALL BULLITT COUNSEL 





Federal Court Defines What Constitutes 
Injury Or Death Resulting From 
Accidental Means 





In Cincinnati The Prudential has won 
a case (Pope vs. Prudential, U. S. Dis- 
trict Court, Cincinnati) which will be a 
leading case in the insurance world rela- 
tive to the question as to exactly what 
constitutes injury or death resulting sole- 
ly from accidental means. 

William Marshall Bullitt of Bruce, 
Bullitt & Gordon, Louisville, appeared 
for The Prude ‘ntial. Suit was for $20,000. 
The plaintiff was Mrs. Anna K. Pope. 
The policy had a double indemnity 
clause and was on the life of her hus- 
band, kiffe Pope, former president of 
the Monitor Furnace Co., Cincinnati. 

What Judge Held 

Judge Hickenlooper held in effect, that 
in cases where a man submits to an 
operation irom some ailment, and an ac- 
cident, such as the rupture of a blood 
vessel or the like, occurs during the 
course of the operation; from which he 
dics, his beneficiaries are not entitled to 
recover on an accident insurance policy. 
‘Lhe Court pointed out that all operations 
were serious, and that if a man con- 
sented to an operation, its performance 
by a surgeon was the same as if he was 

doing it himself. 

The ruling is directed specifically to 
insurance policies against accident, 
which specify that death must occur as 
the result, directly and independently of 
all other causes, of bodily injuries, af- 
fected solely through external, violent 
and accidental causes, and that no acci- 
dental death benefits shall be payable if 
death results, directly or indirectly, from 
disease of any form. 

In ruling upon a motion for a directed 
verdict for the defense, Judge Hicken- 
looper said, in part: 

“Accidental means unexpected, unin- 
tended and happening by chance. Vio- 
lence means the use or application of 
any force, externally applied. There is 
no doubt in my mind that the evidence 
tends only to prove that the physical 
or bodily injury was the rupture of the 
venal vein. The evidence supports only 
the conclusion that the vein was torn by 
the force applied to it in lifting it to the 
surface, or in freeing it from adhesions, 
or that it was crushed and ruptured 
when the clamps were placed on it prior 
to the incision. 

The surgeon testified that he used 
no more force or violence than he knew 
was absolutely necessary to bring the 
kidney to the surface, and that he 
worked as carefully as possible. There 
is no evidence of any unintentional, in- 
advertent or accidental slip or mishap. 
The accident factor or element was the 
result that followed the unintentional 
force of violence. The policy does not 
cover this. It is not the cause of death 
that must be accidental, but the cause of 
the injury to the body that must be ac- 
cidental, and that injury to the body 
must cause death. A hemorrhage can 
not be considered as accidental.” _ 

The matter will be taken to the Court 
of Appeals. 

Mr. Bullitt’s Chart 

Counsel Bullitt presented to the court 
an illustrative chart analyzing the 
grounds on which decisions are based in 
cases insuring against (1) “accidental 
death” or (2) Death by “accidental 
means.” In the chart was a most im- 
pressive list of case citations. The chart, 
exclusive of the citations, follows: 

A. Insurance Against “Accidental In- 
juries Or Death” 
(1) 

Look only to the Result; if the Result 
of an external force be unusual, unfore- 
seen or unintended, then the death or 
injury is said to be “accidental.” 

It makes no difference that the ex- 
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ternal force which brings about the Re- 
sult, is intentional ; all that is required 
to constitute an “accidental” injury or 
death is that the Result shall be un- 
usual, unforeseen or unintended; as, 


Example: I intentionally jump off a plat- 
form only 4 feet high. I land just 
as | intended to land, viz., on my 
heels. ‘There was no slip or mishap 
in the process of jumping. But the 
jump caused a rupture. If a rupture 
is an unusual Result of such a small 
jump, which Result could not have 
been reasonably anticipated to occur, 
then the rupture is an “accidental” 
injury and a death therefrom is an 
‘accidental” death. 

The Company is liable. 

(2) 

(1.) Intentional External Force Applied 
by the Insured or with His Consent and 
with (a) no Slip or Mishap in the proc- 
ess, and (b) no Ignorance of a material 
fact in the situation surrounding the ap- 
plication of force, although the Result 
may be unexpected or unusual; 

Look only to the Means, to wit 
external force. 
tional force, 


: the 
Since it was an inten- 
it (the force) cannot be 
said to be either unusual, unforeseen or 
unintended. Hence, the injury or death 
re sulting therefrom, was not effected by 

“accidental means’’ or “accidental 
causes”; as, 

Example: | intentionally jump off a 4- 
foot platform and land just as I in- 
tended to land, to wit: on my heels. 
The jump causes a rupture. There 
was no Slip or Mishap in the man- 
ner of jumping and there was no 
Ignorance of any material fact re- 
garding my health, the height of the 


platform, or the nature of the land- 
ing place. If the rupture resulting 
from the jump is unusual, unfore- 
seen or unintended, then the rup- 
ture may be said to have been “ac- 
cidental”; and yet, neither the 
Means nor the Cause can be said to 
be “accidental,” since [ intentionally 
jumped and there was no Slip or 
Mishap in the process of jumping 
and | knew all of the material facts 
surrounding the jump. 

In the first example above (A) 
Company would be liable because the 
Company insured against the Result, to 
wit: “accidental injuries or death.” In 
the present example |[B-1(1)] the Com- 
pany would not be liable because it only 
insured against injuries or death effected 
by “accidental means or causes.” 

The Company is not liable. 

(3) 

(2) Intentional External Force Ap- 
plied by the Insured or with His Con- 
sent, but with (a) Slip or Mishap in the 
application of the force. 

Look only to see whether or not the 
slip or mishap is unusual, unforeseen or 
unintended. If so, and if the slip or mis- 
hap contributed materially to the injury 
or death, then the injury or death was 
effected by “accidental means” or “acci- 
dental causes”; as, 

Example: I intentionally jump off a 4- 
foot platform, intending to land on 
my toes; but while in midair I[ un- 
intentionally catch one of my heels 
in the cuff of my trousers, which 
causes me to land on my heels in- 
stead of on my toes (as I had in- 
tended). 


(Continued on Page 38) 
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THE ADVERTISER IS AN 
OFFICE MANAGER 
and 
CORRESPONDENCE SUPERVISOR 


I was office manager in one position for more 
than nine years. Left through business disso- 
lution. Was chief of correspondence depart- 
ment of one of the largest insurance brokerage 
concerns in New York for six years 


Am at present with a $25,000,000 corporation in 
capacity of chief of correspondence, with whom 
I have been for more than two years 
Organization change makes new connection 


Want connection in capacity noted above. 
Have you need of such services? 


Address BOX 1052 
THE EASTERN UNDERWRITER 
86 Fulton Street 
New York City 
































Metropolitan Extends 
Monthly Insurance 


ALL POLICIES FROM $500 UP 
New Policyholders Will Have Benefit of 
Lower Premium Which Prevails 
on Monthly Rate 








The Metropolitan Life has extended 
its monthly insurance plan downward to 
include all policies for $500 up, giving 
to its new policyholders the benefit of 
the lower premium which prevails on 
the monthly rate as compared with the 
weekly premium business. 

Hereafter in the monthly 
business classifications of the Metro- 
politan Life the policies for $1,000 up 
will be issued in the same monthly pre- 
mium debits which were established for 
the Ordinary department business as has 
heretofore been told in The 
Underwriter. 

Industrial weekly premium policies will 
now be issued in amounts of $500 up. 


Rates 


When any application is received on a 
life for $500 or more it will be imme- 
diately referred to the monthly premium 
division and be acted upon on that basis 
instead of Industrial weekly premium as 
was the case. Formerly, some rather 
large policies were written on the In- 
dustrial rate which has a heavier loading 
to take care of the weekly collections, 
etc.» The company believes that people 
who can afford to pay by the monthly 
instalments rather than by the week 
should have whatever benefit the Metro- 
politan can give them in the rate. 

The Intermediate rates will be 
tinued for certain classes of cases. 


The response in the field has been very 
gratifying and the officers of the com- 
pany are pleased with the steady growth 
of the monthly business which was orig- 
inally inaugurated by it in a small way 
in 1923. When the monthly premium 
plan was extended to cover practically 
all plans of insurance in 1925 it soon de- 
veloped that a change in the accounting 
machinery would be necessary and the 
debit system was the outcome. 
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N. Y. LIFE DISABILITY 
Issued First Policy of That Kind in 1910; 
Announcement About a New 
Feature 

In discussing disability benefits 
New York Life said recently: 

“In 1910 the company issued its first 
policy containing a disability feature. It 
was a simple benefit providing for waiv- 
er of premiums falling due after the com- 
pany had proof that the insured was to- 
tally and forever disabled. Since then 
the company has gradually extended the 
provisions for disabled policyholders by 
the issuance of contracts of broader cov- 
erage granting disability payments in ad- 
dition to waiving premiums. Of course, 
the company has had to charge larger 
premiums for improved benefits. 

“Under all policy forms issued prior to 
January 1, 1926, providing for disability 
benefits, the benefits are due for the 
period of disability subsequent to date 
of receipt of proof of disability by the 
company. Our latest policy forms (is- 
sued since January 1, 1926) contain a 
new feature in that benefits are due from 
the commencement of disability instead 
of from the date the company receives 
proof of continued disability. The pre- 
mium charged is calculated to provide 
this added feature. 

“There is, therefore, a definite dividing 
line in the contractual obligations of the 
company covering disability under old 
and new policy forms which must be 
taken into account when passing on 
claims for disability benefits. 

“In order to cover exceptional cases on 
the old type of policy forms the com- 
pany’s liberal rules permit dating back 
disability benefits to a date not eceed- 
ing six months prior to date of receipt 
of proof by the company.” 


the 
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A Mutual Life Thrift 
Club For Boys 10 to 18 


STARTED IN EAST ORANGE, N. J. 
W. H. Kee and E. B. Edgerton Formally 
Introduce Their Idea at a Luncheon 
Meeting; Wins Favor 

Two enterprising young men, W. H. 
Kee, East Orange, N. J., branch manager 
of the Mutual Life and Everett B. Ed- 
gerton, one of his agents, have made a 
worthwhile contribution to life insurance 
by organizing a Mutual Thrift Club for 
boys from ten to eighteen years old. Its 
purpose is to get its members to estab- 
lish the life insurance habit early in life. 
Any boy between the specified ages who 
has good character and is able to pass 
a satisfactory physical examinatioin, is 
eligible for membership. 

Once every three months the club will 
meet to elect officers and to keep before 
the members the thought of thrift. In 
the summer hikes are to be taken and 
in the winter the boys will hold parties. 

When Mr. Edgerton explained the pur- 
poses of the club at a luncheon last week 
tendered to fourteen agents and man- 
agers of the company by Mr. Kee, he 
received their enthusiastic praise. He 
said that as soon as new members are 
signed up they will take out a $1,000 
policy, preferably on the endowment 
plan, maturing in from 10 to 30 years. 
It has been so arranged that the boy’s 
parent will pay the first premium de- 
posit. Thereafter the boy will save at 
the rate of 45c a week, keeping his sav- 
ings in a coin bank borrowed from one 
of the city’s banks. 

Scoutmasters and Others Back Club 


Steps are under way now to launch a 
regular membership campaign for mem- 
bers in the high schools, boy scout 
troops, Sunday Schools and other places. 
The scoutmasters in town, for example, 
will recommend the club very highly to 
their scouts. Mothers and fathers are 
known to be enthusiastic and Mr. Ed- 
gerton told about some of his conversa- 
tion with them. One mother said: 
“When my boy, 15 years old, learned 
about the club and its plan, he was very 
glad to feel that he was eligible for 
membership. I will see to it that he puts 
aside 45c a week. He is impressed with 
the fact that some day he will be worth 
$1,000 

Parents Are Enthusiastic 


A father when told about the club 
said: “It’s the best plan I have ever 
heard of to induce boys to save. I will 
gladly make the first deposit for my son 
and | will see to it that he has plenty 
of opportunities to keep up with his pay- 
ments. Another response was: “This is 
the best Christmas present I can give 
my boy.” 

In case a boy finds that he can’t keep 
up with the deposits, Mr. Edgerton said 
that he and Mr. Kee will see to it that 
odd jobs in grocery stores and shops are 
found for him. All the members will be 
notified in due time before the premiums 
become due. 

After hearing from Mr. Edgerton, 
those present at the luncheon were given 
the “Outlook for 1927” by George E. 
Perkins, who is manager of the com- 
pany in Newark. Mr. Perkins antici- 
pates that next. year will be the big- 
gest in life insurance. To make this a 
reality he urged upon his listeners not 
to sell insurance blindly but to find out 
first what the prospect really needs in 


The Midland 


Mutual Life Insurance Company 
Columbus, Ohio. 


“Its Performances Exceed Its Promises” 


Assets over $13,000,000 





the way of protection. One of the easi- 
est ways to find out needs was to subtlely 
discuss other people with the prospect. 
For example, such things as paying off 
the mortgage, providing one’s children 
with a college education. 

Careers of Kee and Edgerton 

Among the other speakers were W. R. 
Baker, a million dollar producer in the 
Newark Agency, who gave a typical in- 
spirational talk; and Warren ‘TT. Diefen- 
dorf, veteran Brooklyn manager of the 
company who told how to approach a 
man gracefully and lead up to life in- 
surance by gradual steps in the conversa- 
tion.. 

Both Mr. Kee and Mr. Edgerton have 
spent their insurance careers up to date 
with the Mutual Life. Mr. Kee has been 
with the company for four years and 
has made the $250,000 club each year. 
He has managed the East Orange branch 
during this time. 

Mr. Edgerton leads this branch in 
paid-for production for 1926 although he 
only started on a full time basis with it 
this summer. Previous to selling life 
insurance he was a “Y” secretary. 





AETNA LIFE AGENCY CHANGES 

Several general agency changes have 
been announced by the Aetna Life to 
become effective January 1. Harry W. 
Kavel will succeed Cameron & Kavel, 
as general agent for Minneapolis, and 
Thomas C. Holliday as general agent 
for El Paso, Texas. He succeeds Parke 
Houston. 


In force over $83,000,000 


DEPOSITS IN ADVANCE 
New Rule of Connecticut Mutual to 
Assist Policyholders Is Announced 
by Company 

The Connecticut Mutual has put into 
cflect a rule to assist policyholders to 
arrange to make deposits in advance at 
convenient times to meet future premi- 
ums. 

“Heretofore the minimum deposit has 
been the amount of one annual premium, 
but we will now accept deposits at in- 
tervals during the policy year in connec- 
tion with a policy upon which premiums 
are payable annually, provided the 
amount of each deposit is not less than 
$10. Interest will be allowed on deposits 
at such rate as may be voted from time 
to time by the company’s directors, the 
present rate being 4.8%,” the company 
Says. 

The practical effect of this change is 
to provide a plan by which a policyholder 
may accumulate funds with the company 
to meet the annual premiums on his in- 
surance as they fall due. The amount 
and frequency of deposit should be so 
chosen as to provide at least the amount 
of an annual premium on each anniver- 
sary, keeping in mind that the minimum 
deposit is $10. Deposits to this account 
should be sent in to the actuarial de- 
partment as soon as received, remittance 
being made by the general agent’s or 
cashier’s check. 


December 31, 1926 


Sixth Eckenrode Is Now 
In Insurance Field 


HE JOINS PENN MUTUAL LIFE 





Will Assist J. A. Eckenrode, Brooklyn 
General Agent; Insurance a Tradi- 
tion in This Family 





Joseph A. Eckenrode, Brooklyn gen- 
eral agent of the Penn Mutual Life, has 
a new recruit in his office who hails 
from Pennsylvania. His name is Boyd 
T. Eckenrode, a brother of John W. 
IXckenrode, general agent in Lancaster, 
Pa, and a son of John W. Eckenrode, 
Sr. who died in 1915. He is also a 
cousin of the Brooklyn general agent. 
He is planning to take the life insurance 
course at New York University in Janu- 
ary, having already registered for it. He 
is the sixth member of the Eckenrode 
family of Pennsylvania to enter the in- 
surance business. General Agent Joseph 
Iuckenrode says he shows excellent 
promise for he has already paid for two 
policies in the short time he has been 
working, 

Insurance seems to be a sort of tra- 
dition in the Eckenrode family in Penn- 
sylvama. There have been four gen- 
cral agents, representing the Penn Mu- 
tual in the states of Pennsylvania and 
New York, bearing the name of Ecken- 
rode, The present general agent in 
Brooklyn is the nephew of the original 
William M. Eckenrode who became gen- 
eral agent for that company in 1876, 
filty years ago, at York, Pa. continu- 
ing in that capacity until 1912 when his 
son William H. Eckenrode succeeded 
him. He also has a brother, Edward 
K.. Eckenrode, who is a general agent 
for the Penn Mutual at Harrisburg, and 
still another brother, Robert T. Ecken- 
rode, a large producer in the same 
agency. 

The Brooklyn general agent celebrated 
his thirtieth year in the service of the 
Penn Mutual on December 21. He 
wrote his first policy for that company 
December 21, 1896. It was for $1,000 on 
the Twenty Payment Life plan. He has 
been a general agent in Brooklyn since 
1907 and will have been twenty years in 
that capacity January 1, 1927. He is 
an active member of the ‘New York As- 
sociation of Life Underwriters and_ is 
also a member of the Brooklyn Man- 
agers Luncheon Club. 





A PICTURESQUE WINDOW 

Graham & Luther, Brooklyn general 
agents of the Aetna Life, have a pictur- 
esque window for the holiday season. In 
the center of the window is a large 
Christmas tree handsomely trimmed and 
illuminated at night. An interesting fea- 
ture of the window display is the way in 
which the insurance savings idea is tied 
up with the Christmas spirit. Several 
checks representing amounts in payment 
of paid up policies on educational, life 
income and mortgage insurance are a 
part of the decoration of the tree. Ar- 
tistic posters and window trims, carrying 
the message of life insurance, also are 
shown in the display. 





Legal Reserve could not exist were it 
not for the protection afforded property 
rights by our Government, and common- 
ly recognized by our present day civili- 
zation. Every time you sell a_ policy 
you drive a nail into the structure which 
supports our present day civilization. 


Alfred Hurrell. 
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Inheritance Tax and 
Insurance Trusts 


MEETING AN ECONOMIC NEED 





Popularity of Unfunded Trust; How 
Agreements Are Drawn Told by 
L. G. Simon 





In the current issue of “Trust Compa- 
nies,’ magazine of that division of 
finance, Leon Gilbert Simon, agent of the 
Equitable Society and also well-known 
life insurance educator and author, makes 
these comments in an article bearing the 
caption, “The Inheritance Tax in Rela- 
tion to Life Insurance Trusts.” 

Records gathered from authentic 
sources indicate that in 1923 about 89 
per:cent of all death claims presented 
to the life insurance companies of this 
country were paid in a single sum. In 
other words, life insurance is generally 
taken out so that it becomes payable at 
the time of death in a lump sum. Ex- 
perience shows that a great many bene- 
ficiaries of insurance have made unwise 
investments of the proceeds, and subse- 
quently a considerable loss of insurance 
money actually occurred. In many cases, 
investigators found that bogus stocks 
had been sold to widows who had re- 
ceived insurance money for purposes of 
investment. It is quite impossible to de- 
termine the exact amount of such invest- 
ments made each year by beneficiaries 
under life insurance policies, but it can 
be regarded as an amount of alarming 
size. Finally, insurers began to look 
about for a cure to offset this evil, and 
now trust agreements, which are inter- 
locked with life insurance policies, have 
become very popular. 

An Economic Need 

The trust agreement has become an 
economic need. The life insurance policy 
provides the investment funds and the 
trust company provides the investment 
brains and management. In connection 
with this thought, there is a popular 
fallacy that most life insurance estates 
are dissipated in from six to seven 
years. This is not always due to unwise 
investments on the part of the benefi- 
ciary but primarily due to the fact that 
the decedent did not carry sufficient in- 
surance to provide an adequate income 
for the beneficiary, with the result that 
the principal is used up in a few number 
of years. 

When arranging the affairs of an indi- 
vidual, it is essential to call attention to 
the fact that life insurance should be 
purchased’ so that the total present in- 
surance plus new insurance, plus busi- 
ness equities, will aggregate a sum suf- 
ficiently large so as to provide the de- 
sired income. In other words, let us 
assume that an individual requires $10,- 
000 a year to maintain his home. We 
will further assume that the valuation 
of his properties amounts to $60,000, and 
that he has life insurance policies, at the 
present time, amounting to $40,000. He 
would require an additional amount of 
insurance of $82,000, so that the bene- 
ficiaries would eventually receive the in- 
come on this entire estate, which would 
amount to $10,000 per annum, if invested 
at 5Y%. 

In reality, life insurance is to offset 
the loss of earning power of the indi- 
vidual, and since the earning power is a 
matter of continuous income the replace- 
ment should be similar. Insurance pro- 
ceeds, payable in a lump sum, will not 
produce the desired income unless prop- 
erly invested and properly guarded. The 
vast majority of beneficiaries are un- 
trained in the science of investments. 
Therefore, the matter of life insurance 
trusts, in which the bank or trust com- 
pany act as trustee, becomes a matter 
of great importance. The thought that 
must be brought to the mind of the in- 
surer is not entirely “What will he 
leave?” but “How will he leave it?” In 
brief, both the investment funds and the 
management of those funds must be duly 
provided for. 


Two Forms of Life Insurance Trusts 
There are, in general, two forms of 


‘require additional sums of money. 
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life insurance trusts: the unfunded life 
insurance trust, and the funded life in- 
surance trust. In the latter case the in- 
sured person deposits securities with the 
trustee, the income from which is to be 
used for the payment of premiums of 
life insurance policies. The policies are 
generally assigned to the trustee and 
made irrevocable by the donor. Subse- 
quently, the purpose of the trust cannot 
be defeated. Under these conditions, 
the insured cannot borrow money on the 
policy or make an assignment or exer- 
cise any of the options ordinarily al- 
lowed. 
Popularity of Unfunded Trust 


The unfunded life insurance trust is 
more popular because of the fact that it 
is entirely controlled by the insured per- 
son. This form of trust simply provides 
that the insured person controls the 
policy, pays the subsequent premiums, 
and may exercise any of the options he 
so desires; in other words, if the occa- 
sion demands it, he may borrow on the 
policy, apply for an extension, or even 
change the beneficiary, as well as make 
an assignment. The life insurance com- 
pany provides in its income settlement 
to policy holders, that the proceeds may 
be payable for a definite number of 
years to the beneficiary, or for life. Un- 
der these conditions, however, no allow- 
ance is made for future contingencies 
where the beneficiary might suddenly 
i The 


unfunded life insurance trust, however, 


removes this objection, provided, of 
course, that discretionary power has 
been given to the trustee. 

For example, an _ individual leaves 


$100,000 of life insurance proceeds to a 
bank or trust company as trustee. These 
proceeds are interlocked with a specific 
trust agreement, which provides that the 
trustee invest the proceeds and pay the 
income therefrom to the designated 
beneficiaries, and with the further pro- 
vision that in case of any emergency, in 
which case the beneficiary requires ad- 


eee 
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ditional sums of money, that the trustee 
is empowered to exercise discretion in 
this case and may disburse some of the 
principal to the beneficiary in addition 
to whatever other income the beneficiary 
receives. For example, the beneficiary 
might be handicapped by a severe ill- 
ness, and under these conditions the oc- 
casion would warrant the additional ex- 
penditure of money. From these obser- 
vations we discern the fact that the un- 
funded life insurance trust possesses 
elasticity, which in itself is a very de- 
sirable feature. 

The life insurance company’s policy 
provides for a guaranteed return on the 
principal of at least 3%, and in some 
cases 344%, and with the excess interest 
earned (generally 144%) will yield about 
444% net. It is true that the trust com- 
pany does not guarantee any stipulated 
income, but investments made by the 
bank or trust company, acting as trus- 
tee, generally yield between 5% and 6%. 

T he life insurance trust agreement 
should be so drawn as to give full power 
to the insured person (the donor) to 
borrow money on the policy, change the 
beneficiary, procure extensions, ete. 
Under these conditions the donor con- 
trols the policy during his lifetime, and 
at his death the proceeds are payable to 
the bank or trust company as trustee. 
Incidentally, this is a very valuable sell- 
ing point for the life underwriter, inso- 
far as most men desire to control their 
policies and enjoy the benefits of that 
control during lifetime. The trust agree- 
ment should contain the specific provi- 
sions so that complete control of the 
policy is maintained by the donor. 





THRIFT ESSAY AWARDS 

James L. Conner, Fidelity Mutual, was 
awarded first and Richard L. Miller, 
Penn Mutual, second prize at the Poor 
Richard Ciub Friday, December 3, in the 
Life Insurance Thrift Essay Competition 
of the Philadelphia Association of Life 
Underwriters. 

















Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. 
would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
| Springfield, Massachusetts 


They conceived an organization that 
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SMALL INCOME POLICIES 


The Equitable Life Assurance Society is on the outlook for young men of some 
experience in business, but who need to know nothing to begin with about the life 
insurance business, to be trained to sell Life Income Insurance in large amounts and 
also in small amounts, and thus earn a good living. 


Some agents are successful in placing large Income Policies, but do not think it 
worth while to canvass for small policies of that kind. This is a mistake. Of course 
a large income will give more satisfaction than a little one, but it does not follow from 
this that the proceeds of a small policy payable in the form of an income will not be 
acceptable to the beneficiary. 


Many a man who feels that he has all the insurance of the ordinary kind that he 
needs, will be willing to supplement it with small policies guaranteeing small monthly 
payments to his wife and daughters for life, or to his grandchildren, or to nephews and 
nieces, or other dependents. 


MANY SMALL INCOME CONTRACTS 


An income policy that does no more than furnish pin-money to a well-to-do bene- 
ficiary will always be acceptable. 


A little policy that gives a wife, daughter, grandchild, or some other relative or 
friend $50 or $100 every Christmas, costs almost nothing, and often proves a good 
entering wedge by means of which the agent can induce a client to apply for a large 
amount of additional insurance. 


Someone has said, ‘‘The agent who does not sell Christmas Present policies in De- 
cember is like the farmer who doesn’t take the trouble to pick the apples in his orchard 
when they are ripe.” 


Small Birthday Present Policies are also very popular. The agent can say toa 
client: ‘‘On your daughter’s birthday I know that it is your custom to make her a 
substantial present. Wouldn’t you like to perpetuate that remembrance after you are 
gone, to the very last birthday your daughter will spend, no matter how long she may 
survive you?” 


Wedding Anniversary Policies will also appeal to many husbands or fathers. 


A small income policy that will give a son or daughter enough money once a year 
to pay the cost of a vacation trip will always be acceptable. And every father can 
make himself very popular by providing such incomes every year. 


INCOME BUILDING 


Many a man who can’t afford a large Income Policy can begin with a small policy 
and take additional policies from time to time thereafter. By such a course a small 
income will be assured and if he persists a liberal income may be provided for later on. 








THE EQUITABLE LIFE ASSURANCE 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





Home office under- 

Ages 20 to 40 writers will be inter- 

Should Be ested in the little ta- 

Closely Watched ble below, which the 

Equitable Society 

has made public, showing that half of 

the declinations which that company has 

received are on ages between 20 and 40. 
This is the table: 


Number Per 

Ages Rejected Cent 
SS See ee ¢ 5.4% 
| ae. a eee 2834 23.6% 
BUS ait aiarsierad ae eee 3111 25.9% 
1 ea eee or 2741 22.8% 
LG) See er ee 2033 16.9% 
COO iacccictionsscrenee 616 5.1% 

DOTA sccoces 11,982 


NOVEL HOLIDAY GREETING 





Keane-Patterson Agency Issues 

Parade” Folder Full of Satire, 
Fun and Philosophy 

One of the most novel of all the New 
Year and holiday greetings received by 
The Eastern Underwriter is the “Big 
Parade” dodger of the Keane-Patterson 
Agency, gotten up in the form of a show 
bill distributed in small towns when the 
circus has arrived. It purports to give 
the component parts and floats of a cir- 
cus parade, all in a spirit of fun and 


“Big 


Some good advice 

Selling Points is given on_ selling 
For points in the current 
Every Day issue of the New 
England Pilot, the 


monthly publication of the New England 
Mutual Life. They are: 

Don’t argue. Illustrate. 

Don’t tell a prospect that he is mis- 
taken. 

Don’t wear anything to concentrate his 
eye on your dress. 

Don’t poke a man in the ribs, breathe 
in his face, or chase him around the 
office. Keep your distance. 

Don’t reiterate stock queries like “Get 
me ?”—“Don’t you know ?”—“Doncha un- 
derstand?” These are silly and annoy 
and detract from the strength of the 
thought. 

Don’t ask the prospect a question to 
which he can say “No.” 

Don’t talk price; talk quality even if 
your price is low. 





ASSOCIATIONS GROW 





“The Spectator” Tells About Many of 
Them in a Recent Special Edition; 
Many Authors 

The Annual Organization Number of 
“The Spectator” contains an unusually 
large list of signed articles, some of them 


mobile Mutual Insurance Companies, Na- 
tyonal Aircraft Underwriters’ Association, 
Kailway Fire Protection Association, 
United States Salvage Association, Un- 
derwriters’ Grain Association, Automo- 
bile Protective & Information Bureau, 
Logging Insurance Underwriters’ Asso- 
ciation, Mill & Elevator Field Men’s As- 
sociation. 


tetera 


MRS. PATRICK’S YEAR 

Mrs. Laura B. Patrick of the New 
York Life in Philadelphia closes the year 
by paying for more than $500,000. In 
discussing her achievements the New 
York Life’s “Bulletin” says: “It is won- 
derful to know a lady who can write in- 
surance like that. No spider webs in 
her office.” 
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next birthday. 


are up-to-date in every respec 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secretary 


DR. 
INDEPENDENCE SQUARE 





HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 


pect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEA 


nt 
A HOME LIFE POLICY BRINGS 


PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


R. E. BRYAN KYLE, Medical Director 









TURES, and 


L 
P. J. CUNNINGHAM, Vice-President 
JOHN J GALLAGHER, Treasurer 


PHILADELPHIA, PA. 




















in new business over 1925. 


Field Force. 








Pittsfield, Mass. 





THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just comoleted its Seventy-Fifth Anniversary, with a substantial increase 
All previous records have been shattered. 
is due in marked degree to the splendid spirit of co-operation between the Home Office and the 


This great expansion 


M:a contenolatiag entering the life insurance business would do well to communicate with 
-his fine old Massachusetts company before deciding. 





| BERKSHIRE LIFE INSURANCE COMPANY 




















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 













philosophy. It attracted wide attention 


written by men of considerable prom- 
among insurance men. 


inence in the business. Most all of the 
divisions of insurance are covered and 
several pages are devoted to a mere 
chronicling of the names of the various 
associations. The names of some. of 
them, not widely known but which fill a 
niche of importance just the same, are as 
follows: 

American Mutual Alliance, American 
Association of Co-Operative Mutual In- 
surance Companies, American Reciprocal 
Insurance Association, American Rein- 
surance Exchange, Federation of Mutual 
Fire Insurance Companies, Fire Under- 
writers’ Uniformity Association, Jewelry 
Conference, Legal Reserve Farm Insur- 
ance Club, National Association of Auto- 











OHIO STATE APPOINTMENTS 

The Ohio State Life has announced 
the establishment of the following new 
agencies: Eastern Kentucky, L. 1. Gee, 
manager, Ashland; Central Kentucky, 
John W. Tilton, manager, Lexington; 
Southern Indiana, Harry Semple, man- 
ager, New Albany. 











A LOYAL, EFFICIENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
have confidence and pride. Their value to their respective 
communities and their own individual success stand upon 
the service their company renders to its constituent mem- 
bers—the proving test. 

The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. To-day, 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 
contented field workers. 

They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 


Vice-President Wilkes of the Metro- 
politan, who is manager of the Pacific 
Coast territory, was recently in Colo- 
rado Springs attending a meeting of 
Metropolitan representatives. 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annually or quarterly, and INDUSTRIAL 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 
Assets 











WE oe hic eee to 70) and annuities, both for men and for women; Disability 
Capital and Surplus..... eee... Shdbenaniunteaiiaiesen 6,622,575.15 and Double Indemnity Benefits; policy loans in branch agen- 
Panes 6 POMINS......... cers Se cies, and all other features of service the Company deems 
Total Payments 7 hig ne Since Organization rrr er Stetson 39,176,371.91 justified. 

BR, IRD H. WALKER, President They take a pride in building greatly upon a great past— 
— a loyal, efficient agency corps successful for the Company 
PEN NSYLV A and for themselves. 
NIA OPPORTUNITY Those who contemplate life insurance field work as a 
If you are interested in making a permanent connection with an old vocation are invited to write to 
well established company with a progressive management and an un- 


The Mutual Life Insurance Company 
of New York, 
34 NASSAU STREET, 


proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 








equalled dividend record, it will be to your interest to investigate our | 





NEW YORK, N. Y. 
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Lester J. Saul Joins 
Fenster-Fleishman 


Cc. J. WEPPLER WITH AGENCY 





Former Manager of Perez F. Huff 
Agency To Manage Travelers Agency 
Which Started In Albany 





Considerable impetus was given to the 
Fenster-Fleishman agency, general 
agents, life department, the Travelers in 
New York this week by the appointment 
of Lester J. Saul, formerly general man- 
ager of Perez F. Huff agency. Mr. Saul 
brings along with him Charles J. Wep- 
pler who has been his assistant during 
his seven years with the Huff agency. 

Mr. Saul’s first life insurance connec- 
tion was with the Perez F. Huff agency 
and he was one of the factors in its up- 
building. As an indication of the high 
esteem by which he was held, a testi- 
monial banquet was tendered to him in 
February, 1925, by the office and agents 
staff in the Huff agency. It was upon 
that occasion that Mr. Saul was pre- 
sented with a handsome framed appre- 
ciation which read: 

A Wholehearted Tribute 

“Lester J. Saul, vice-president and 
treasurer of Perez F. Huff Co., Inc., has 
for the past five years reflected a kindly 
and friendly attitude toward his asso- 
ciates and co-workers and 

“Whereas we have found in him a humanizing 
force that bespeaks the true character and 
righteous man and, 

“Whereas we desire to put on record the 
expression of our friendship, esteem and ap- 
preciation, and 

“Whereas this is an opportune time to con- 
vey to our friend and associate our hope for 
his health, happiness and contentment, as a 
simple yet sincere assurance of good will and 
friendship, 

“Therefore be it resolved that we, the 
agents of Perez F. Huff Co., Inc. (af- 
fectionately called by him his ‘boys and 
girls’) congratulate him and _felicitate 
him upon the occasion of his fifth anni- 
versary of his affiliation with us and re- 
joice in giving expression to this our fer- 
vent hope that he will continue for many 
years to come, to exercise in the full 
vigor of his manhood, those fine quali- 
ties of mind and heart which have so 
distinguished him from among his fellow 
men. 

“May Lester J. Saul always be like ‘he 
who lived by the side of the road and 
was a friend to man.” 

Mr. Weppler’s new connection with 
the Fenster-Fleishman agency will be 
eminently satisfactory and pleasing to his 
many friends in the business. Prior to 
his joining forces with Mr. Saul in the 
Huff agency he was with another Trav- 
elers general agency in New York for 
some years. He also had many years’ 
experience with the Metropolitan Life. 

Agency Started in Albany 

This agency originally started in 1912 
in Albany and is still operating in that 
city under the name of Fenster Bros. 
Fleishman, Inc. In fact, it is the larg- 
est Travelers general agency in northern 
New York, now writing on the average 








AT AGE 30 
Premium - 
Dividend Ist year 
Net cost 1st year 





$23.50 
$6.75 


$16.75 


Phone Cortlandt 2030 





“For 18 years the broker's office” 


New ‘England Mutual Life 


DIVIDENDS INCREASED 


Effective January I, 1927 
First Year Dividends—Ordinary Life 


BALDWIN 


5 Maiden Lane 
5th Floor 
5 Seconds from Broadway 
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GROWING AND SATISFYING 


The Equitable Life of Iowa has increased its paid-for production for the 
first ten months of 1926 over the same period in 1925 by 30.8%. 


The acid test of the satisfaction of policyholders is based on repetition of 
sales. The Equitable Life of Iowa, in spite of a large increase in new pro- 
duction, has written 32.8% of all new paid-for business during the first ten 
months of the year on the lives of old policyholders. 


The Equitable Life of Iowa offers its agents unusual opportunities to develop 
a clientele that will buy additional life insurance fro n year to year. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 








of $4,000,000 a year. The New York City 
general agency was organized in May, 
1925. eee 

Mr. Fenster started his insurance ca- 
reer with the Travelers in Albany in 
1912; in 1914 his brother, the late Mor- 
ris J. Fenster, became associated with 
him and at the time of his death in 
1918 he was the second largest producer 
of the company in the United States. 
He was presented with a medal attest- 
ing to this fact. In 1916 Mr. Fenster 
and his brother were given a general 
agency contract in Albany. 

Fleishman Enters Firm 

The following year Alvin S. Fleishman, 
who had been with the Northwestern 
Mutual Life, joined the agency as a pro- 
ducing agent. In 1920 he was admitted to 
the firm. Aside from the agency’s life 
business, Fenster Bros.-Fleishman_ con- 
duct one of the largest general insur- 
ance agencies in Albany. 











twelve months. 


FORE! 


As we all tee off the New Year together let us resolve to 
turn in the best score we have ever made over the course of 


Conditions in business promise to favor us and our work in 
its service to young and old is worthy of our best effort. 

















The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 


More Than $450,000,000 in Force 











Fort Wayne, Indiana 


The fact that a good many agents, 
formerly with the Huff agency, have re- 
quested to be transferred to the Fen- 
ster-Fleishman agency in New York 
City, is ample indication of the high es- 
teem with which the organization is held 
and is a promising index to its future 
success. 





- PARTNERSHIP DISSOLVED 


J. W. Strong and W. H. North, who 
have for several years been in charge 
of the Bankers Life agency at Detroit, 
Mich., will dissolve their partnership on 
January 1. A second agency will be 
opened at Grand Rapids, and this will be 
under the direction of Mr. North. His 
territory will include the western half 
of the southern peninsula of the state. 
J. W. Strong will become agency man- 
ager at Detroit and will be in charge 
of the eastern half of the peninsula and 
the city of Detroit. 













Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


Henry F. Tyrrell Makes 
Review of Year 1925 


MANY EXECUTIVES HAVE DIED 





Spread of Wholesale Insurance; Inter- 
est Widespread in Disability; 
Progress of Uniform Code 





After discussing the fair increase of 
business in 1926 over 1925 Henry F. 
Tyrrell, legislative counsel of the North- 
western Mutual, in his annual review of 
the year, cites the following as inci- 
dents of 1926 which may be noted: 

The spread of the wholesale and sal- 
ary deduction idea as related to group 
insurance; the widespread interest in and 
discussions about total and permanent 
disability provisions in life insurance pol- 
icies; the mergers of companies; the or- 
ganization of companies writing group 
insurance into an association,—an espe- 
cially noteworthy event; the interest 
taken by states, the District of Columbia 
and the American Bar Association in a 
uniform code of laws to govern and con- 
trol the insurance business; the develop- 
ment of the Insurance Day idea, by 
means of which all branches of insur- 
ance, including officials of companies, 
agents and policyholders, may come to- 
gether for a general discussion of affairs, 
and the adverse vote of the National 
Convention of Insurance Commissioners 
at its annual meeting held in Los An- 
geles, in November, on the report of the 
Special Committee appointed to consider 
and report on the advisability of making 
the American Men Ultimate table of 
mortality permissive as a legal valuation 
standard. 

As to the personal side of the experi- 
ences of 1926, two especially outstanding 
occurrences are noteworthy. The first 
was the voluntary retirement of Thomas 
W. Blackburn as secretary and general 
counsel of the American Life Conven- 
tion. 

The other noteworthy event was the 
election of Harry L. Conn as president 
of the Commissioners’ Convention. 

Death removed John M. Holcombe, 
chairman of the Phoenix Mutual; George 
Kuhns, president Bankers Life; H. S. 
Robinson, president Connecticut Mutual; 
George T. Dexter of the Mutual Life, 
and Percy C. H. Papps of the Mutual 
Benefit. 





ADDITIONAL FIGURES 


L. A. Cerf of Mutual Benefit Paid for 
Slightly More Than Last Year; 
Some Other Agencies 
L. A. Cerf, general agent of the Mu- 
tual Benefit, paid for a little in excess 
of last year. His 1925 writing was about 

$31,000,000. 

The Jack Warshauer general agency 
of the Brooklyn National Life paid for 
$1,200,000. This figure dates from April 
15 when the general agency was started. 

Samuel Karsch, Equitable Life, paid for 
over $7,000,000 of business for the year. 











Founded 1865 








opment of new agents. 
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C. D. Connell Becomes 
Graham Wells’ Partner 


HAS MADE A SPLENDID RECORD 





New Agency Name To Be Wells & 
Connell; Partnership Expected To 
Thrive From the Start 





Clancey D. Connell, one of the lead- 
ing producers of the Graham C. Wells 
Agency, Provident Mutual in New York, 
and for the past six years connected 
with this agency, becomes a partner in 
the firm on January 1. The agency will 
hereafter be known as Wells & Connell. 

Mr. Connell is widely known and well 
liked in life insurance circles. He is con- 





CLANCEY D. CONNELL 


stantly in demand as a speaker at con- 
ventions and agency meetings because of 
his pleasing personality and clean-cut de- 
livery. In the Wells agency he has been 
in charge of the educational classes be- 
sides his supervisory and personal pro- 
duction work. In fact, it was stated by 
Mr. Wells this week that a good share 
of the agency’s 25% increase in paid-for 
production in 1926 was due to Mr. Con- 
nell’s efforts. While assuming the du- 
ties of an associate general agent, Mr. 
Connell will continue to devote a part 
of his time to selling. 
Did “Y” Work in the Bowery 


A good bit of Mr. Connell’s success 
might be attributed to the fact that hu- 
man nature is and has always been one 
of his hobbies. After graduating from 
Ogdensburg Free Academy and Hamil- 
ton College, he went into “Y” work, his 
first job being with the Bowery, New 
York, branch. In talking about this ex- 
perience Mr. Connell said that it taught 
him more about human beings than he 
could have learned in a psychology class 
at college in five years. 

In the 3owery human nature was 
stripped down to its very essentials. The 
“Y” attracted all kinds of men and since 
Mr. Connell is naturally observant, he 
stored up many vivid memories of ‘that 
first job which have helped him again 
and again in his selling of life insurance. 

He continued his “Y” work for seven 
years more as boys’ work secretary with 
the New York State committee, trav- 
elling New York State. He was then 
attracted to life insurance as a career 





HAlcuT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 








and joined forces with the Graham C. 
Wells Agency in 1920 

Mr. Connell is or and his home 
life in Westfield, N. J., is brightened by 
two delightful children. 

Wells a Constructive Leader 

Graham C. Wells is favorably known 
to thousands of life insurance men, not 
only in New York but throughout the 
country. January 2, 1927, will be his 27th 
Provident Mutual anniversary as a 
general agent. For twenty years he was 
in charge of the Pittsburgh agency 
which he built up to be the company’s 
leader and then was given the greater 
responsibility of running the New York 
office. 

In spite of his general agency duties 
he has found time to interest himself in 
outside activities. He was president for 
two terms of the Pittsburgh Life Un- 
derwriters’ Association; was on the lec- 
turing staff of the Carnegie School of 
Life Insurance Salesmanship; in 1923 
served the National Association of Life 
Underwriters as its president and the 
following year was chairman of its ex- 
ecutive committee. At present he is ac- 
tively in charge of the National Asso- 
ciation’s plans to make January national 
thrift month in life insurance. 

It is fully expected that with such a 
fine background the Wells-Connell pair 
will make a success of their partnership 
from the start. 





The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 


All forms of Life, Limited Payment and Endowment, containing attractive 
novel features, with High Values at Low Cost. 


Give Agents Unusual Money-Making Opportunities 


. Officers 
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New Increased Dividend Seale 
Effective January 1, 1927 


New England Mutual Life Insurance Company 
Boston, Mass. 


This Company is now in the very 
Forefront on Low Net Cost 
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A Successful 
Insurance Business 


UCCESS in any undertaking is based very largely 
upon two-fold confidence—confidence in oneself and 
the confidence of the public. 


In building its organization of field men the Missouri 
State Life has been careful to select men who believe in 
themselves—men who have “ego” without the “e”’. It 

almost invariably follows that such men easily win ‘and 
hold public confidence. 
success in the insurance business. 


The remarkable growth of this Company, with the record 


of having practically doubled its business in the past five 
years, is due in large measure to the splendid type of 
men who represent it. 


We can always use more men of the ’go type. 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 
Accident - 


It is such men who achieve 


Home Office, Saint Louis 


Health - Group 
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The hail Of a Son 


New Jersey Agent Describes How This Event Resulted in Selling Additional 
Insurance to a Father Already Carrying a Good Endowment 
And Monthly Income Life 


(Nore: This is an actual experience, 
at the request of Louis F. Paret, Joseph 
Tatnall told at a meeting held in the 
Camden office of the New Jersey Agency 
of the Provident Mutual during the re- 
cent contest between the North Jersey 
Army and the South Jersey Navy.) 

The prospect was a policyholder of 
mine, to whom I had already sold $5,000 
Endowment at 65 and a $100 Monthly 
Income Policy. He had beside this $20,- 
000 other Endowment insurance in two 
other companies. 

Four thousand of what I had sold him 
was drawn up as an Educational policy 
for his son, to pay the son $500 twice 
a year for four years starting at age 18. 

This spring he had a new son. Soon 
afterward I recommended that he take a 
$4,000 Educational Policy for the new 
boy. He objected, saying that he could 
not afford it. In order that the two sons 
should be treated alike, 1 then suggested 
that the $4,000 policy for the older son 
be cut in half and $2,000 of it be given 
to him and the other $2,000 to the baby, 
so that there should be no discrimina- 
tion shown. He refused to do this, say- 
ing that $4,000 for the older boy was not 
any too much. Finally, he agreed to 
take $4,000 for the new son and was ex- 
amined for it. 


How Term Was Alloted 

I had issued on the amendment $6,000 
five year term with disability (which 
gave him the limit of disability income 
in the Provident); $4,000 ten year term 
and $5,000 ten year term. 

The $6,000 five year term was based 
on Option One, interest to the wife on 
December 20 annually as long as she 
should live, leaving the principal to be 
divided between the two sons, equally, 
as they reach age forty. 

The $5,000 ten year term, also upon 
Option One, interest to the wife as long 
as she should live, yearly on June 8, 
their wedding anniversary, the principal 
to be divided between the boys as they 
reach age thirty-five. 

The $4,000 ten year term, also upon 
Option One, interest to the wife, as long 
as she should live, yearly on January 
26, her birthday, principal to be divided 
between the boys as they reach age 
thirty. 

A Letter to the Wife 

Each policy was in a separate envelope 
marked respectively “Christmas,” “Our 
Wedding Anniversary” and “Your Birth- 
day.” The following letter, addressed to 
the wife, was put into another separate 
envelope on top of the three policy en- 
velopes: 

August 24, 1926. 

My Dear Mary: With this letter 
you will find three life insurance 
policies of mine that you do not 
know about. I never told you about 
them because I wanted them to be 
a surprise to you. 

There are three dates in the year 
that have particular meaning to you 
and me—dates when I want you to 
think of me and know that I have 
remembered—Christmas, your birth- 
day and our wedding anniversary. 

I wanted to devise some way of 
perpetuating a gift for you on each 
of these days, even after I am gone. 
These life insurance policies seemed 
to provide the best way. 

The policy marked “Christmas” is 
for $6,000. On every Christmas 
Day as long as you live, you will 
receive a check from the Provident 
Mutual Life Insurance Company for 
the interest on this amount of 
money. The policy marked “Your 
Birthday” is for $4,000, and the check 





for the interest on this amount will 
come to you every January 26th as 
long as you live. The one marked 
“Our Wedding Anniversary” will 
give you an interest payment on 
$5,000 on every June &th. 

After your death, the entire 
amount of insurance—$15,000—will 
be divided equally between Ed. and 
Will. 

In this way, you see, I am leaving 
behind me a Christmas present of 
about $285, a birthday present of 
about $190, and a wedding anniver- 
sary present of about $237, that will 
come to you from me every year of 
your life. 

May these gifts help you and the 
boys to have many happy Christ- 
mases—the kind we always had to- 
vether—and many other pleasures 
and comforts that I can no longer 
be with you to provide. 

With all my love, 
(Signed) Jack. 


Prospect Was a College Classmate 


On delivering the educational policy 
on the new boy, I interviewed the in- 
sured and got his signature for the op- 
tion papers. I then pulled out the three 
policies which I had had issued on the 
amendment. I asked him to imagine that 
he was going to take this proposition 
which I held in my hand. He was not 
going to say anything at all about this 
proposition to his wife, but would put 
the whole thing in his safe, separate 


from his other insurance policies about 
which she knew every detail. Then I 
asked him to imagine that he had passed 
on and that his wife in going through 
his safe had come upon this packet with 
her name on it. I said to him, “Imagine 
now that you are your wife, and that 
your husband is dead, and that you have 
found this package with your name on 
it!” 

He took the package, opened it, read 
the letter addressed to his wife, and 
then looked at the policies. Some dis- 
cussion arose as to what kind of term 
insurance this was, what were his privi- 
leges of conversion, etc. After a con- 
siderable silence, he said “Tatnall, if this 
were just $15,000 life insurance 1 would 
say ‘No, | won't take it.’ But it is done 
up in a very attractive package. I never 
saw such an arrangement as this before. 
I believe V'll take it. How much do I 
owe your” 


This prospect of mine was a college 
classmate. I knew the family affairs 
very intimately. J was aware how de- 
voted he was to his wife and children, 
1 felt that I might take liberties with 
him that possibly I would not have been 
able to take with a stranger. I also 
knew that at the time he was making 
money, lots of it. 

ie * Ripte y, . sondon Life superintend- 
ent B elleville, Canada, has been trans- 
ferred to Kingston to succeed Superin- 
tendent G. Rk. Carpenter. Mr. Ripley 


has been succeeded by O. R. Palmer. 





Connecticut General News 
Hartford, Conn. 





The Trend of the Times 


For the last decade management has looked 


out more and more for the h 


-alth, educational 


opportunities and prosperity of employees. 


Good will has proved to be good business. 


Industrial disputes 


American workman 
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Group insurance has grown steadily in fa- 


vor with both management and men. 
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Our.experts are trained to help you close 


Group business among your clients. 
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SOME CLAIM WORK 





How Mutual Life Handles Disability 
Benefit Payments; Also Waiver 
of Premium Cases 

The Mutual Life has issued policies 
providing for Waiver of Premium and 
the payment of Disability Benefits under 
certain contractual regulations. 

Under the direction of a second vice- 
president, the superintendent of the bu- 
reau of disability claims takes up claims 
of waiver of premium and disability ben- 
efits in the following manner. 

Upon receipt in the Home Office of 
notice of disability, steps are at once tak- 
en to determine whether or not the 
claim made for benefits is valid and is in 
keeping with the terms of the contract. 
In order to do this it is necessary to 
establish from a disinterested source the 
period of total and continuous disability 
and also to arrange for an examinatiqn 
of the insured by a company examiner. 
Upon receipt in the Home Office of re- 
port from the company examiner such 
report is gone over carefully by a med- 
ical consultant to determine the extent 
of the insured’s disability. This exami- 
nation not only serves as a guide to the 
company in respect as to whether or not 
claim is valid from a medical standpoint, 
but also serves as considerable assistance 
to the insured in establishing his claim 
for waiver of premium or disability ben- 
efits, as the case may be. It might be 
mentioned here that the examination re- 
ferred to is paid for by the company. If 
the claim then appears to be valid, ar- 

rangements are made to secure affidav- 
its from the insured and the insured’s 
attending physicians setting forth the 
nature of the disability and the period 
for which benefits are claimed to be due. 

Having established the fact that the 
insured’s claim is valid, steps are at once 
taken to arrange for payment of benefits 
due the insured at the earliest possible 
moment. Settlements are made as 
promptly as possible for the reason that 
we recognize the fact that the insured 
should have the benefits to which he is 
entitled during the time he is called up- 
on to meet the extraordinary expenses 
that arise in connection with the total 
disability. 

When claims have been established and 
where total disability has not terminated 
the Company arranges through its vari- 
ous mediums for the information neces- 
sary to determine ‘whether or not total 
disability has ceased. This information 
is arranged for periodically, each case be- 
ing decided on its own merits because of 
the nature of the ‘disability, and enables 
the company to arrange for the prompt 
continuation of disability benefits during 
the period that the insured is entitled to 
receive such benefits. 





GROUP SLOW IN ENGLAND 

Group life assurance, it may be said, 
has been transacted in Britain for more 
than a decade. The Atlas Assurance 
Company claims to have been the pio- 
neer, having issued a group policy as far 
back as 1914. Since that time a fair 
number of group contracts have been is- 
sued by various offices, including the At- 
las, the Eagle, Star and British Domin- 
ions, the Alliance, the Phoenix, and vari- 
ous other offices. But up to the present 
there has been no special campaign to 
push the business. 





HOLCOMBE HUNTS GEESE 
John Marshall Holcombe, manager of 
the Life Insurance Sales Research Bu- 
reau, with headquarters at Hartford, 
journeyed down to Virginia last week to 
visit his friend, Edmund Strudwick, Jr., 
vice-president of the Atlantic Life of 
Richmond. While there he went on a 
wild goose hunt, the party bagging a to- 
tal of eight. He carried several ducks 
back home and instead of turkey had 

baked goose for Christmas dinner. 


AGENT ELECTED MAYOR 
FE. E. Cook of the Lorick & Valdan 
Agency of the Missouri State Life re- 
cently was elected mayor of Plains, Ga., 
his home town. He will take office on 
January 1, 
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Group Commissions Hearing 


(Continued from Page 1) 


Kavanaeh said to The Eastern Under- 
writer this week: 

“It is a better part of wisdom for an 
insurance company to pay a commission 
on all group cases, or if it be not paid, 
at least the policyholder should get his 
isurance in such a way that there is no 
possible chance of rebating.” 

What Led Up to General Motors Case 

The insurance situation in connection 
with the writing of the General Motors 
group was described to The Eastern Un- 
derwriter as follows: 

General Motors had come to the de- 
cision to provide a plan of insurance for 
its employes. The question was as to 


what plan should be adopted. A com- 
mittee was appointed. Three plans were 
under consideration, as follows: Whether 


the company should organize a life in- 
surance company of its own; whether 
it should form a_ benefit association; 
whether group life should be taken out 
with one of the large, established life 
companies. 

For a time it was thought it might be 
advisable to form a life insurance com- 
pany. There is already a subsidiary 
General Motors fire insurance company 
called the General Insurance Exchange 
Corporation, 224 West Fifty-Seventh 
Street, New York. The committee de- 
cided that to form a life insurance com- 
pany would be unwise. The benefit as- 
sociation proposition was also put on 
the table. This brought General Motors 
up to the consideration of buying group 
life insurance and it invited all compa- 
nies to bid. The General Motors people 
asked the companies point blank if they 
would get credit for commissions saved 
when it came to computation of divi- 
dends. A number of companies answered 
“Yes.” The Equitable took an opposite 
position. 

It is reported that the number of com- 
panies in active competition for the busi- 
ness without commissions and willing to 
give credit for the commissions in com- 
putation of future dividends was five. It 
was finally decided to give this business 
to the Metropolitan Life. 

The Metropolitan Life had made its in- 
surance offer based on the authority of 
the ruling made by Superintendent Beha 
in his much discussed letter to Benedict 
C. Flynn, secretary of the Travelers, 
written in August, 1926, in which the su- 
perintendent said that credit could be 
given for commission savings in cases 
of 10,000 lives or more. Secretary Flynn 
had asked three questions which the su- 
perintendent had answered. 

Vice-President Kavanagh said that the 
letter of the superintendent had been 
made public and that the Metropolitan 
as well as a number of other companies 
had availed themselves of the opportu- 
nity to make use of the ruling. It had 
not asked for the ruling but in view of 
the fact that it had been made and the 
General Motors had put the direct ques- 
tion to companies as to savings it had 
agreed with others to give the conces- 
sion. 

The Tendency “To Form Our Own 

Company” 

The idea that the company might form 
its Own insurance company or form a 
benefit association was not a remote one. 
Mr. Kavanagh called attention to the ac- 
tion of the General Electric Co. which 
once went to Albany and got an amend- 
ment passed whereby industrial corpora- 
tions could organize benefit associations 
of their own. He also called attention 
to the fact that the largest department 
store in the Dominion of Canada finally 
decided to carry its own group insurance 
after considering group insurance with 
companies. This store is that of T. 
Eaton & Co., Toronto. Discussing the 
Eaton insurance, Mr. Kavanagh said: 

“Apparently their experience satisfied 
them for they received a charter from 
the Dominion of Canada to go into the 
life insurance business, and they are now 
selling life insurance to individuals 


through their mail order department and 
also through their department store in 
Toronto just as they sell any other goods 
which they have for sale. One of their 
inducements is the saving to the policy- 
holder through non-payment of commis- 
sions. 

“At the end of 1925 they had in force 


on their books over 3,000 policies for 
$5,786,003.” 
Life Underwriters’ Association Writes 


Beha a Letter 

The first knowledge on the “Street” 
that General Motors insurance was par- 
ticularly interesting the life underwriters’ 
associations was at the recent monthly 
meeting of the Life Underwriters’ Asso- 
ciation of New York when the matter 
came up before the executive committee. 
It was generally discussed, but no action 
was taken. The discussion there was as 
to whether or not the business had been 
written through an agent or from the 
home office direct. The attention of life 
underwriters had been broucht to the 
case by Superintendent Beha, who told 
one of the members of the executive 
committee that he had been surprised 
that the publication of the Flynn ruling 
had not caused a reaction among life un- 
derwriters’ associations. 

There is some mystery as to who 
made the request for the hearing in the 
New York Insurance Department. It is 
understood that several protests were re- 
ceived by the department relative to the 
ruling and also that the superintendent 
wanted to make its interpretation more 
clear; in other words, tell exactly what 
was meant by his language in the de- 
partmental letter, especially the line in 
the letter saying that it is understood 
that a complete accounting should be 
made of all profits and losses in such a 
class (10,000 lives or more) of mortality, 
interest, expense loading, including 
charge for any officer or other home 
office official for any time devoted to 
placing such a risk. 


The Hearing 

The hearing in the Insurance Depart- 
ment was a little drama masterpiece. It 
was attended by group executives of most 
of the companies or by actuaries or by 
lawyers, and, in some cases, by three 
from the same company. The Metro- 
politon Life was represented by Leroy 
A. Lincoln, counsel; A. C. Campbell of 
the group division, and James D. Craig, 
actuary; and directly across from Mr. 
Campbell and with no gleam of affection 
flashing across the table either way, sat 
William J. Graham, chief officer of the 
new group association, and second vice- 
president of the Equitable. Mr. Graham 
wore a white carnation which during the 
hearing did not match his mood, which 
was not pacific. 

Mr. Lincoln smoked a pipe and looked 
studious and unruffled. FE. E. Cammack 
of the Aetna Life 


sat at the end of the 
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table, not at a loss to inject or to pass 
comment. Mr. Little of The Prudential 
sat next to him. Benedict D. Flynn of 
the Travelers, Charles F. Glueck of the 
Hancock and others were present. 

The superintendent, who is almost 
running a race these days with Einar 
Barfod in number of hearings, sat at the 
head of the table, banked by Nelson B. 
Hadley, chief examiner of life insurance 
companies, who can say more with a 
glance and without opening his mouth 
than any man this reporter has ever 
seen. For instance, at the beginning of 
the hearing the superintendent, after 
reading the letter he had written to 
lynn, and which he said had been some- 
what misinterpreted, turned to Mr. Had- 
ley and asked him if he wanted to make 
any observations. The chief examiner 
looked up at the ceiling, his eyes twin- 
kled, the audience waited expectantly— 
and the answer was “No.” Calvin Coo- 
lidge is Mr. Hadley’s model in oratory. 

The Superintendent’s Attitude 


The attitude of the superintendent was 
that of a kindly but firm schoolmaster 
in dealing with some naughty pupils. It 
was this: 

“Here you are doing something which 
is now considered objectionable. You are 
all here. Decide among yourselves that 
you will behave in future. If you can’t 
decide V’ll have to come in, spank you, 
and make you behave. But I don’t want 
to inflict this punishment until I am 
obliged to do so.” 

The atmosphere during the hearing was 
surcharged with poignant feelings, sup- 
pressed indignations, and some resent- 
ments growing out of the experiences of 
a dozen or so companies with the most 
hotly contested business in insurance, 
There are more wires pulled, more in- 
fluence exerted, more heartburns felt, 
more traveling required, more personal- 
ity expended, more tempers lost, more 
friends ships split in soliciting and selling 
group insurance than in any line of com- 
petitive effort in America. 
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Among other things, group runs into 
large totals as the end of the year draws 
nigh and companies are not adverse to 
passing other companies in the race for 
statistical and other supremacy. 

Things Which Have Caused Mixed 
Feelings in Group Insurance 

As the group men sat around the table 
there undoubtedly passed before their 
minds some cases that were lost. a 

Case No. 1. Agent in Bronxville, O., 
about to close the Spring Lake G. . 1. 
Co. Group division sends to Bronxville 
man to put the finishing touches on the 


sale. Too late. Spring Lake G. & I. 
turns out to be a subsidiary of Green 
Lake I. & G. Corporation of Chicago. It 


we group else ~where. 

Case No, 2. Trust company line lost 
because So-and-So, the tre asurer_ of 
Such-and-Such Company, is going to buy 
a million or two securities a year from 
m trust — 

Case No. 3. Group supervisor Tim of 
Company A has talked to most of the 
board. Unfortunately, old man Johnson 
of the board is a warm personal friend 
of old Mr. Jilks, who is on the board of 
Company B. Jilks sends a wire; Tim 
comes to an impasse. Company B gets 
the line. 

Another reason why the competition in 
group is very swift is that so many live 
wires, including men with fighting in- 
stinct, have gone into the group division. 
Many of them are young and do not sit 
down supinely under spirited competition. 
Their motto is, un and at them. Many 
of these men have “connections” which 
are vital factors i in getting the entre and 
sometimes in swinging the line. Then, 
too, several of the heads of the groups 
divisions are of the master salesman 
type. They not only know how to re- 
cruit, handle and develop a fleet of sales- 
men but they have unusually large ac- 
quaintances personally with industrial 
leaders, railroad executives and finan- 
ciers. 

The very bigness of the General Mo- 
tors line—it is said that $125,000,000 may 
be its amount; the fact that the details 
of putting over the consent of the em- 
ployes after Vice-President Pratt and 
other officers were sold were easily han- 
dled by the General Motors people them- 
selves; the thought that the non-com- 
mission feature would spread generally; 
the troubled allegation that large bodies 
of workmen were getting insurance at a 
special advantage; the knowledge that 
the Life Underwriters’ Association had 
discussed the matter in executive meet- 
ing and had taken no action—all of these 
and the preceding facts lent a spirit of 
grim tension to the proceedings. 

Not Happy to See Reporters 

The group executives were not in the 
mood to thresh out their views in public, 
and they were not too happy when they 
saw half a dozen reporters strolling in. 
3eha did not object and they therefore 
thought it was not up to them to do so. 

Naturally, there was a great deal of 
discussion about the status of the agent 
or the man writing the business. The 
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consensus of opinion at the hearing was 
that it is not the desire of the companies 
to eliminate the agent, as some agents 
have believed, but also it is the desire 
of the companies to keep his compensa- 
tion on some reasonable basis. General- 
ly, in the large group cases the agent is 
merely an order taker or tipster. While 
there are exceptions, he makes the group 
approach; introduces the subject; and 
then wigwags his company for help; and 
if there is competition (which there gen- 
erally is, even if everybody from the 
president of the corporation down is his 
friend,) then a lot of such help is needed. 

In the smaller groups the agent some- 
times does all the work. At the same 
time, agents have been talking to clients 
‘about group insurance for years and it 
is only reasonable to presume that their 
missionary work has seeped through. 
Therefore, the group men do not want 
the agent ‘left out of consideration. That 
was made clear to the writer in talks 
with group executives at the hearing and 
since. 

Why Flynn Wrote the Letter 

In order to write group safely the com- 
panies have to start paring the commis- 
sion until it gets lower and lower as the 
coverage gets large. One reason for this 
is the tremendous amount of detail at- 
tached to large groups. Just how the 
saving in commissions is to be “allo- 
cated” the superintendent doesn’t know 
at this time. 

“Pardon me for using that word ‘allo- 
cated’ to you,” he said, “but it’s a pretty 
useful word in this department even if it 
is overused. But I am not here today 
to make rulings.’ 

During the hearing Benedict D. Flynn 
explained why he wrote to the New 
York Department asking for a ruling in 
cases where 10,000 lives or more were 
covered. The dialogue at this point fol- 
lows: 

Mr. Flynn: We wanted to throw light 
on this subject. We thought that there 
should be an agent or broker in every 
case and that the saving in commission 
should not be reflected in rate or divi- 


end. 

Mr. Beha: Why not? 

Mr. Flynn: You would be breaking in 
on the agency method of doing business. 
It would be destructive of the way most 
companies are doing business. 

Mr. Beha: I am not willing to say 
that an agency or brokerage commis- 
sion should be paid where none is earned 
or where there is no agency or brokerage 
service. This department would be in no 
position to object (nor does it object) 
to any company giving savings reflection 
in a rate. 

“I’d like some information as to the 
position of the agent or broker, now that 
you gentlemen are here. Does he do any 
work or perform any service? If he 
does, let’s hear about it. If he does not 
and is a parasite let us eliminate him. 
lf he merely introduces the client to the 
company there is a question whether he 
should collect thousands of dollars for 
just doing that. ‘Ine point should be 
cleared up so that if there are any un- 
necessary items in life insurance business 
they can be eliminated. There must be 
many instances where the agent or brok- 
er functions just as he does in other lines 
of life insurance.’ 

Graham Makes Some Comments 

Mr. Graham said that the kernel of the 
whole question was whether the commis- 
sion, not paid by the company, is to go 
back to the insured. 

That is the problem, and if it is done 
in one case, under the ruling of the de- 
partment, others i in the market for group 
insurance will be certain to ask if they 
cannot have a similar advantage. 

He said that the ruling in the Flynn 
letter had come up before the group as- 
sociation and there had been a recom- 
mendation that the life insurance com- 
panies represented in the association 
should not operate under the ruling. So 
far as he could gather all companies but 
one had been in harmony with the spirit 
of such action. Anyway, the recommen- 
dation had been made and it was as far 
as the group association had gotten with 
reference to the subject. 

“The agent or broker is worthy of his 








it is yours for 





John H. Scott 








THRIFT PLANS AND LIFE INSURANCE 


How does the new savings bank idea, 
which includes a life insurance policy, 
. compare with regular life insurance? 
I have worked up something new along this line, and 
the 


it on your letterhead and mail today for details. 


JOHN H. SCOTT 


HOME LIFE INSURANCE COMPANY 
177 Montague Street, Brooklyn, N. Y. 
Telephone Triangle 1912 


Boost January, National Thrift Month 


asking. Just tear this ad out, pin 


General Agent 














“LIBERTY” ARTICLE 
Discusses Inspection Side of Insurance 
and Prints List of Very 
Large Policyholders 
The current issue of “Liberty” con- 
tains an interesting story of the man- 
ner in which life insurance companies 
make inspections of the people who have 
applied for insurance. Among other 
things the article contains a list of some 
of the clients insured for a million or 
more. The article was written by Flor- 

abel Muir and covers several pages. 





hire,” he peicahiased. “There are some 
instances where the client goes along 
with him because of the confidence he 
has in the insurance man, because his 
experience in the past tells him he is 
skilled in insurance matters and of great 
importance to the case. He has done 
much to educate the public into realizing 
that group insurance is desirable and es- 
sential.” 

During the explanation of Mr. Flynn 
as to why he wrote the superintendent, 
Messrs. Cammack, Graham, Little and 
Glueck gazed admiringly at him as if to 
complimented him on the mentality and 
cleverness of his statement. 

Mr. Craig submitted an idea about a 
graded commission scale. 

There was some talk about the earning 
power of a home office man in his field 
services helping to close lines. It was 
felt that this offered too many distinc- 
tions of a refined nature to put the finger 
of accuracy on the correct percentage. 
Even if it could be estimated what he 
was worth on the cases he won the profit 
percentagers would be entirely at sea as 
to how much his services were worth 
when he didn’t win. 


TO FIGHT ROBERTSON LAW 





“Texas Insurance” Sees Insurance Strug- 
gle When Legislature Meets in 
Austin in January 

According to “Texas Insurance” the 
Robertson investment law of that state 
is to be made subject of a new attack 
when the legislature meets in Austin in 
January. “Texas Insurance” devotes sev- 
eral columns to the situation. 

Nearly twenty years ago many large 
companies withdrew from the state be- 
cause of the attempt to dictate the in- 
vestment policy of a large percentage of 
the Texas business which they did. It 
is said that one of the large Eastern 
companies is Teady to erect a large of- 
fice building, in Houston if it can return 
without paying taxes on premiums col- 
lected in Texas since its withdrawal. 

John Henry Kirby of Houston is the 
House member who will start the fight 
to change the law. 





LIFE ACTUARIES CLUB FORMED 


At a dinner held at the Hartford Club 
last week the Life Actuaries Club of 
Hartford, Conn., was formed, 31 .Hart- 
ford actuaries being present out of 48 
eligible to membership. The purpose of 
the club is to hold informal discussions 
monthly upon subjects relative to the 
problems of actuaries. The membership 
consists of either fellow or associates, 
of the two life actuarial societies—the 
Actuarial Society of America and, the 
American Institute of Actuaries. A nom- 
inating committee which consists of 
Henry S. Beers, Thomas K. Dodd, and 
C. Manton Eddy, will report a slate of 
officers at the next meeting in January. 














SECURITY — 


When the Mutual Benefit was organized in 


1845 there were only afew Life Insurance 


Companies in the United States. 


Through 


the Wars, Panies and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 














No Conflict Between 
Trust and Insurance 


SAYS CALLAWAY, GUARANTY V.P. 





Combined and Co-Operative Service on 
Verge of a Greater Development; 
The Life Insurance Trust 





Following the statement in last week’s 
issue of The Eastern Underwriter about 
the Guaranty Trust Co.’s lecture course 
which was attended by eighteen insur- 
ance agents, Vice-President M. P. Calla- 

way of the trust company said this weck: 

“We believe that one of the next great 
steps to be taken in financial service to 
the public, will come out of a combined 
and co-operative service by insurance 
companies and trust companies. During 
this past decade of tremendous business 
expansion, insurance companies and trust 
companies have developed side by side at 
a phenomenally. rapid rate. Leaders of 
both businesses have realized the inevit- 
able combination of service which must 
logically follow the great increase in es- 
tate wealth created through life insur- 
ance and the need for protection of this 
wealth for the benefit of beneficiaries. 

“Insurdnce companies themselves have 
developed sound, practical plans for the 
conservation of the proceeds of life in- 
surance policies and the payment of 
monthly incomes to beneficiaries, and 
trust companies, with their well devel- 
oped facilities for the management of 
property and their close personal contact 
with trust beneficiaries believe that they 
are able to contribute an added advan- 
tage. 

“Through the life insurance trust, 
which is created by*an agreement be- 
tween the insured and a trust company, 
the proceeds of life insurance policies 
can be amply protected and at the same 
time made fully available to beneficiaries 
to whatever extent and in whatever man- 
ner the insured may care to specify. 


No Competition Between Insurance and 
Trust Companies 


“This ability on the part of the insured 
to throw around his insurance proceeds 
the same type of protection that he cre- 
ates for his general estate under his will, 
and yet not lose the advantage of having 
his insurance available when and as 
needed by his dependents, is the out- 
standing contribution of trust companies 
in the administration of insurance funds. 

“There is, in our opinion, no element 
of competition between insurance compa- 
nies and trust companies in this matter. 
The fields for service under the insur- 
ance company income plan and the trust 
company plan are almost unlimited, and 
each has its distinct place.” 





LANE CHRISTMAS PARTY 


The Louis Lane Agency of the Equit- 
able Life Assurance Society held a 
Christmas party for their clerical force 
December 24, at the agency offices at 212 
Fifth Avenue, New York. Louis Roth- 
schild, its veteran underwriter, played 
the role of Santa Claus and distributed 
numerous gifts among the members of 
the party. The jollification lasted until 
about eight o’clock in the evening. Miss 
Olive Gilliland and Basil Kister gave an 
exhibition of ballroom dancing. This was 
followed by an impersonation of the 
same act by Messrs. Engelsman and Ro- 
senstein, who also indulged in a mind- 
reading act. A Charleston contest also 
was held. 





WINSHIP TALKS 

Impressing his hearers with the con- 
tention that life insurance is not a busi- 
ness for failures but for the very highest 
type of young business men, John T. 
Winship, superintendent of agents of the 
Equitable Life, told members of Kala- 
mazoo Life Underwriters’ Association at 
their annual dinner meeting here last 
week that the “life insurance business is 
never poor” and that the man who is 


not making good is simply not getting 
his share. 
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A. Stanford Wright Is 
Head Of Boston Ass'n. 


WORLD-WIDE SALES EXPERIENCE 





Came To This Country From England; 
D. E. Sprague and W. E. 
Hewitt Vice-Presidents 





At the annual election of the Boston 
Life Underwriters’ Association the fol- 
lowing officers and executive committee 
were elected: President, A. Stanford 
Wright, John Hancock; First Vice-Pres- 
ident, David E. Sprague, Union Mutual; 
Second Vice-President, William E. 
Hewitt, Equitable; Secretary-Treasurer, 
William B. Phelps, Travelers; Chairman 
of Executive Committee, Merle G. Sum- 
mers, New England; Members of the 
Executive. Committee: Michael F. Gro- 
den, Metropolitan; Holley A. Wilkinson, 
National Life of Vermont; Alex M. 
Hammer, Provident Mutual; Arthur P. 
Shugg, Aetna Life; George H. Tracy, 
United Life & Accident; John L. Mc- 
Elfresh, Connecticut Mutual. 

Stanford Wright was born in Worces- 
tershire, England; educated in London, 
and started business career as salesman 
for an American typewriter company. 
He traveled to Orient, India and Far 
East for them. 

Later he covered the United States, 
Canada and Mexico for an English paper 
specialties house. 

In 1907 Mr. Wright came to the United 
States to live and from that time until 
1915 was connected with a Boston manu- 
facturing concern as vice-president and 
sales manager. In January, 1916, en- 
tered on life insurance career, establish- 
ing himself with an old English friend, 
manager of the Massachusetts Mutual 
office in Springfield, Ohio. Returning to 
3oston in the middle of that year he be- 
came associated with Fred Sanborn, 
manager of the Massachusetts Mutual 
Boston office and became one of its lead- 
ing producers. 

In August, 1923, he joined the Paul F. 
Clark agency of the John Hancock as 
associate general agent for Eastern 
Massachusetts; was in charge of sales 
for some time. In July, 1925, was made 
general agent with Paul IF. Clark, and 
January 1, 1926, this agency consoli- 
dated with the Edward Marsh agency of 
the John Hancock, Mr. Wright taking 
over the duties of sub-standard business 
and brokerage. 

He has always been a large personal 
producer and has a good standing in 
life insurance circles and business com- 
munity. He is a member of Boston City 
Club and Chamber of Commerce and the 
Town Meeting Member of Winthrop. He 
has filled various official and committee 
positions with the Boston Life Under- 
writers’ Association. 





APPOINTED BRANCH MANAGERS 


Union Central Life Make Important 
Changes in Two Agencies 
in Greater New York 

Wolfson & Rifkin, who have been as- 
sociated with the Union Central Life for 
a number of years, have been appointed 
branch managers of the company’s 
agency in the Bible House, New York. 

The firm consists of U. Wolfson and 
R. Rifkin. Martin Scharf, who has been 
with the Wolfson & Rifkin office for a 
number of years will be in charge of the 
life department. 

Wm. Goodnian-Krasner Company have 
also been appointed branch managers of 
the company’s agency at 405 Stone Ave- 
nue, Brooklyn. Samuel D. Rosan, for 
many years associated with the Union 
Central, will be in charge of the agency. 
Both appointments become effective Jan- 
uary 1. 








NOVEMBER CLAIMS 

According to an announcement made 
by the Equitable Life Assurance Society 
at the completion of last month’s figures 
of claims paid, a little over four and a 
half million dollars was disbursed by the 
society during the month of November 
in payment of 1193 claims. 


TO TALK IN NEWARK 


E. A. Woods of Pittsburgh Will Discuss 
“Whiskey Rebellion” of Years Ago 
In Pennsylvania 
Edward A. Woods of Pittsburgh, will 
be the chief speaker at the second an- 
nual dinner of the Pennsylvania Society 
of New Jersey, at the Downtown Club, 
Newark, Saturday evening, January 22. 
His subject will be “The Whiskey Rebel- 
lion and Other Important Events in Our 
Federal and Pennsylvania State His- 

tory.” 

Dr. Samuel W. Grafflin of the New 
York Y. M. C. A,, will be the other 
speaker. Last year more than 300 men 
and women were present. 


JUDGE BLACK TO SPEAK 

President W. R. Collins, of the New 
York Association of Life Underwriters, 
announces that the speakers for the next 
meeting at the Hotel Astor, January 
11, will be Lawrence Priddy, one of the 
star producers of the New York Life, 
and Judge William Harmon Black, of 
the Supreme Court of New York. Judge 
Black has recently figured in the news 
in connection with a statement he made 
about changing the jury system so as to 
have a verdict in criminal cases by a 
two-thirds vote. Clarence Darrow an- 
swered him through the newspaper 
columns. 




















Low Net Cost Annual Dividend 
Low Rate Non-Participating 

' High Return Special Forms 
Group 
Salary Savings 
Mortgage Redemption 


CAN YOU 








Edmund P. Melson, President 


WITH THESE TOOLS— 


Handle a General Agency—write a living amount of personal— 
develop and train some good men—organize a territory ? 
If so, we are ready for you. Write 


Agency Department 


CONTINENTAL LIFE INSURANCE CO. 
ST. LOUIS 





% Dividend Accumulation and 5% 
on Trust Funds 

Double Indemnity 

Total Disability 

Dismemberment and Surgical 
Operation 


J. DeWitt Mills, Secretary 











VOTE ON CAPITAL INCREASE 

The board of directors of the Mis- 
souri State Life have definitely set Feb- 
ruary 14 as the date on which the stock- 
holders of the company shall vote on 
the question of increasing the capital 
stock from $2,000,000 to $3,000,000. The 
new stock, when voted, will be sold to 
the present stockholders on the basis of 
one share for each two shares of stock 
now held. It will be sold at the par 
value of $10 per share. 





LONDON LIFE APPOINTMENT 

The London Life have announced the 
appointment of T. H. Fleming as man- 
ager of the Manitoba west district of the 
company. He was formerly an engineer 
and later took up the teaching profes- 
sion, becoming principal of a school in 
Indian Head, Saskatchewan. Several 
years ago he was attracted to the life 
insurance business and has been a suc- 
cessful producer. 











Lester J. Saul 


Joins 


Fenster-Fleishman Agency 


General Agents 


The Travelers Insurance Co. 


Life Department 


As General Manager 


Effective January 3, 1927 


He will have as his assistants Charles J. Weppler, who 
is also joining the agency, and Arthur N. L'Heureux, 
of this agency, who will continue in his position as 


Field Assistant. 
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THE GENERAL MOTORS 

While Col. Robert R. McCormick of 
the Chicago “Tribune” is an outstanding 
assured purchased 
(through the “Tribune”) more than 500,- 
000 insurance pblicies (the circulation 
building $1 premium kind) at the same 
time the most interesting of all the as- 
America is undoubtedly. the 
General Motors Co. From the president 
of the corporation down there is no body 
of executives in this country which is 
more sold on the idea of insurance and 
which practices what it preaches more 
consistently. This is especially true of 
life insurance. Pierre S. DuPont is one 
of the largest buyers of life insurance in 
America. Only this month one of the 
vice-presidents of the company pur- 
chased $800,000 of insurance. In auto- 
mobile insurance the company has its 
own organization, the General Insurance 
Exchange Corporation. In fire insurance 
there are tremendous values which are 
covered. 

The climax of insurance buying came 
this month also when the General Mo- 
tors, after considering self insurance and 
the organization of a benefit association 
of its employes, finally decided to pur- 
chase group insurance with the result 
that the largest contract on-record was 
made, insurance of about $125,000,000, in 
the Metropolitan Life. The purchase of 
that insurance has caused widespread in- 
terest in the insurance fraternity and the 
fact that it was written without the pay- 
ment of a commission and with an un- 
derstanding that credit for the commis- 
sion be reflected later in dividends cre- 
ated such a stir that it finally resulted 
in a hearing before the New York In- 
surance Department. Superintendent 
Beha last summer ruled that under cer- 
tain conditions a company could reflect 
in dividend showings this savings. Ac- 
cordingly, a number of companies bid 
for the business on that basis. Natu- 
rally, this incident threw wide open for 
discussion the entire question of whether 
large bodies of men should be favored 
in rates or dividends, the status of the 
agent and broker, and many other points 
for discussion. The Life Underwriters’ 
Association of New York wrote protest- 
ing that it was a violation of the in- 
surance code in that there was discrimi- 
nation among lives of equal expectancy. 


because he has 


sureds in 


Haley Fiske: Tells 
Of Promotions 





Leroy A. Lincoln Made General Counsel 
of Company; Samuel Milligan Third 
Vice-President; J. P. Rogers Rises 
Haley Fiske announces the following 
promotions at the Metropolitan Life: 
Samuel Milligan to be third vice-presi- 
dent. He will be associated with Sec- 
ond Vice-President Ayres in the Ordi- 
nary Department. 
Leroy A. Lincoln, general attorney, to 
be general counsel of the company. 
John P. Rogers to be an assistant sec- 
retary and office manager of the Ordi- 
nary Department in place of the late 
Jacob Chadeayne. 


E. H. BOLES HEADS GENERAL 





J. G. White Becomes Chairman of the 
Board; H. R. Johnston Made 
a Director 

As a result of a special meeting of its 
board of directors Wednesday, the Gen- 
eral Reinsurance Co. has elected J. G. 
White chairman of its board and E. H. 
Boles president. 

Mr. White retires from the presidency 
of the company, due to the fact that he 
was unable to give the office the time 
it merited. Mr. Boles, although not an 
insurance man, is by training and asso- 
ciation well fitted to head the company. 

Hugh R. Johnston, treasurer of the 
Guaranty Trust Co., was made a direc- 
tor of the company. at the meeting. 








Superintendent Beha expected a pro- 
test—possibly his ruling should have 
gone further into the charges made at 
the Home Office against the 
making more clear exactly 
“overhead” is 


business, 
what the 
Anyway, recognizing the 
furore, the superintendent did the ad- 
mirable thing of getting the companies 
together and asking them to straighten 
out this situation among themselves 
which, as will be seen by a news story 
elsewhere, was done. As a result of ac- 
tion taken by the group companies there 
will be no more such competition on this 
business as characterized the General 
Motors transaction; and so the agents 
and brokers, as well as the companies 
engaged in group insurance operation, 
will breathe easier. It is said there is 

o “profit” to life companies in writing 
group insurance because of the tremen- 
dous amount of detail work at the Home 
Office in handling these cases. 

Returning to the subject of the impor- 
tance of the General Motors itself as an 
institution the following paragraphs 
taken from last Sunday’s New York 
“Times” will throw some light on the 
subject: 

In two years the motor industry has 
seen a marked shift of production. 
Henry Ford manufactured about two- 
thirds of all the automobiles sold in 1924, 
but for the last six months of 1926 his 
plants produced only one-third. A great 
competitor of equal size has appeared in 
the General Motors Corporation, which 
also produced a third of American auto- 
mobiles in. the last six months of the 
year. The remaining third was divided 
among the other producers. 

Ford continues to be the greatest sin- 
gle influence in the motor world, but his 
domination has sharply ‘declined in the 
face of heavy competition. In 1925 his 
two-thirds control of the year before was 
reduced to about one-half the total busi- 
ness. This year has seen the ratio cut 
to one-third. Credit sales are admittedly 
the factor that has made it possible to 
sell higher priced cars in steadily rising 
numbers. Automobile notes outstanding 
represent no less than $1,500,000,000, held 
by some 1,500 credit companies. 











The Human Side of Insurance 














GEORGE 


B. SPEER 








George B. Speer, assistant secretary 
of The Prudential, has retired voluntar- 
ily after forty years of service with that 
company. He will enjoy a leisure which 
is well earned. 

Mr. Speer entered the claim depart- 
ment of the company as a clerk in 1886. 
Two years later he was made claim ad- 
juster for New York City. He was the 
first special inspector of the company, 
having been appointed to that post in 
1890. In the latter position Mr. Speer 
was called upon to serve every branch 
of the business, necessitating constant 
and extensive traveling and through that 
medium he became closely identified 
with all departments of the company. 
Experience gained in the latter capacity 
attracted executive attention and Mr. 
Speer was made superintendent of Or- 
dinary agencies in 1897. He thus pio- 
neered in the movement to develop the 
Ordinary agency system of the company 
and for twenty years he devoted him- 
self to that work. A number of the 
managers now operating successfully in 
various parts of the country began under 
Mr. Speer’s direction. 

During his traveling days Mr. Speer 
formed a large and valuable acquaint- 
ance among railroad officials and hotel 
men, which he cultivated and kept up 
to date. There is scarcely any point of 
interest in the United States or Canada 
with which Mr. Speer is not familiar. 
Equipped with these advantages and _ his 
natural talent for details, the task of se- 
lecting convention points and the subse- 
quent management of company mectings 
became a fixed part of his responsibili- 
ties. Mr. Speer measured up to these 
duties with great credit to himself and 
to the satisfaction of his company. His 
knowledge of routes and resorts was also 
utilized to arrange traveling itineraries 
for Prudential executives, most all of 
whom have at one time or another taken 
long business trips or pleasure tours with 
their families on plans perefcted by Mr. 
Speer’s experienced hand. 

Being relieved of all business cares Mr. 
Speer now expects to devote much of 
his time to traveling and plans to revisit 
resorts which appealed to him in the 
past. He and his wife will spend the 
winter months in Southern California. 





MILLION A MONTH 
Moore & Summers, general agents, 
New England Mutual Life in Boston, 
are closing the year with $12,028,000 new 
business. Of this $8,500,002 was pro- 
duced by their own full time organiza- 
tion, 





George H. Beach, who began his in- 
surance career twenty-six years ago in 
Michigan, as an agent of the Canada 
Life, and who has been a large personal 
producer for the Mutual Benefit, is now 
a general agent of the Penn Mutual in 
Detroit. The Penn Mutual has three 
agencies in that city, the other two being 
conducted by George L. Bahl and Lee M. 
Gillette. In 1915 Mr. Beach formed the 
George H. Beach Co., which has had an 
annual production of millions. Mr. 
Beach is well known in this city, where 
he has written much business. 


Grace Stephens is the new librarian of 
the Retail Credit Co. She attended the 
Agnes Scott college for women; studied 
literature under special tutors, and has 
traveled in Europe. 

eS 

U. Hayden Brockway has been made 
manager of the life, accident and group 
departments in the Hartford branch of- 
fice of the Travelers. He succeeds Gor- 
don V. Kuehner, who was promoted on 
May 1 last to associate manager of the 
Chicago branch office of the Travelers. 

* 


William H. Clarke, Jr., of Philadelphia, 
special agent of the New Hampshire, 
County and Granite State for southern 
New Jersey and the County and Granite 
State in eastern Pennsylvania, except 
Philadelphia, is one of the popular and 
able field men in the Eastern territory. 


MUTUAL’S ANNOUNCEMENT 








To Issue Yearly Renewable Term Policy 
With or Without Disability Benefits 
and Double Indemnity 

The Mutual Life of New York will is- 
sue on and after January 1, 1927, a yearly 
renewable term policy with or without 
disability benefits and double indemnity. 
The duration of the term will not ex- 
ceed fifteen years. A policy may con- 
tain increasing disability benefits, level 
disability benefits or double indemnity, 
singly or in combination. With spe- 
cial benefits the policy will be issued on 
male lives from age 2 lto 50, inclusive. 
Without special benefits, the ‘policy will 
be issued on male or female lives from 
age 21 to 55, inclusive. 

At any anniversary, including the last, 
the policy may be converted to ordinary 
life, limited payment life or endowment 
for the same amount. 

On January 1, 1927, the company will 
withdraw its present yearly renewable 
term, five, ten, fifteen and twenty year 
term contracts. 


RICHMOND SUICIDE 


Arthur G. Jones Took Out $600,000 Life 
Insurance Last Fall; Was 
a Manufacturer 

Richmond, Va. Dec. 21.—Archer G. 
Jones, 53, Richmond manufacturer and 
business man, who committed suicide 
here today by inhaling illuminating gas 
in the bath room of his home, carried 
upward of $800,000 life insurance. He 
took out $600,000 in the late fall of 1925, 
$400,000 being written by the Aetna on 
the 5 year modified term plan, and the 
remainder of that sum by the Mutual 
Benefit Life. He recently paid the sec- 
ond year premium on this insurance. 
The other insurance was distributed 
among several companies. He was re- 
puted to be very wealthy but it de- 
veloped that his affairs were somewhat 
involved because of unwise real estate 
investments. Most of the insurance is 
said to be assigned to banks carrying his 
paper. A widow and several children 
survive, 


Madison, Wis.—The New York Life, 
whose local offices are in the Gay Build- 
ing, is installing a complete branch office 
in Madison, it was announced. It covers 
35 counties. 
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FIRE INSURANCE 














P. B. Dutton To Manage 
General Of Seattle 

ASSETS MORE THAN _ $3,000,000 

To Be Operated on Non-Association 


Basis; Dutton Has Two Other 
Companies 








Among the changes made by the for- 
mation of the new Eastern Underwriters’ 
Association one of the most interesting 
is that of Percy B. Dutton of Rochester, 
N. Y., who for the past twenty years has 
managed companies for New York state 
on a non-Union basis. 

Several of his companies have joined 
the Eastern Underwriters’ Association. 





PERCY B. DUTTON 


He will continue the management of the 
Eureka-Security of Cincinnati and the 
United American of Pittsburgh, and has 
just been appointed manager for the 
General Insurance Co. of America, Se- 
attle, Wash. This appointment by the 
General of Seattle will be of interest to 
the agents in New York State who are 
continuing on a ‘Non-Association or 
mixed basis, as it is one of the larger 
companies not members of the associa- 
tion. 
Makes Rapid Progress 


The General Insurance Co. of Seattle 
was organized by H. K. Dent, who had 
been engaged in the fire insurance busi- 
ness for many years in executive capaci- 
ties. It began doing business in May, 
1923, with a capital of $1,000,000, and Mr. 
Dent has been so successful that the 
company at the present time has total 
assets of more than $3,000,000. The sur- 
plus to policyholders is more than 

It has had a loss experience which re- 
flects the careful selection it has made of 
risks. In 1925 the company’s net writ- 
ings increased more than 92%. It is li- 
censed in eighteen states. 

The directors of the General of Se- 
attle include some of the leading men 
on the Northwest Coast, several of whom 
are very active in the lumber business. 

Mr. Dutton organized his New York 
State Department in 1906 and has been 
successful in his underwriting and han- 
dling of business. He said to The East- 
ern Underwriter that the General of Se- 
attle has good writing capacity and sat- 
isfactory reinsurance facilities. 


Charles A. Craft Goes 
To the Pacific Coast 


GENERAL AGENT OF PHOENIX 





Succeeds E. C. F. Knowles for the Group 
of Companies at San Francisco; 


Has Had Wide Experience 





Charles A. Craft has been appointed 
general agent of the Pacific Coast de- 
partment of the Phoenix of London 
group at San Francisco to succeed E. F. 
C. Knowles, who resigns today. Mr. 
Craft has had a wide experience in Pa- 
cific Coast territory and is well equipped 
for that important position. For the last 
two years he has been ‘general agent for 
the western department of the Phoenix 
group, with his headquarters in New 
York City. However, for twenty-eight 
years Mr. Craft was associated with fire 
insurance work in the Pacific Coast 
States. 

Mr. Craft began his insurance experi- 
ence in 1897 when he went with the 
3oard of Fire Underwriters of the Pa- 
cific Coast at Portland, Oregon. He re- 
mained there until 1905 when he was ap- 
pointed special agent of the Union As- 
surance and Law, Union & Crown in the 
Pacific Northwest. Four years later he 
became fire insurance manager for the 
prominent brokerage house of Johnson 
& Higgins at Seattle. 

In 1916 Mr. Craft joined the Phoenix 
group as State agent in Washington and 
Idaho, and in 1920 he was promoted to 
superintendent of agencies at San Fran- 
cisco. Two years later he became joint 
assistant general agent for the group at 
San Francisco and he held this position 
until coming East last year. 

Companies in the Phoenix group in- 
clude the Phoenix, Imperial Assurance, 
Columbia, United Firemen’s, and the au- 
tomobile department of the Union Ma- 
rine. 





RATE INCREASE DENIED 


Application by fire insurance compa- 
nies for increases in windstorm insur- 
ance rates in Louisiana ranging from 
20 to 33% were disapproved this week by 
the Louisiana Insurance Commission. 
The commission held that on the admis- 
sion of the companies’ representatives 
the proposed increase was to help recoup 
losses of from $12,000,000 to $15,000,000 
suffered in the recent Florida hurricane 
and not to meet any unusual losses in 
Louisiana. 





TO TALK IN LOUISVILLE 


Philip J. Sexton, of the Underwriters 
Service Association of Chicago, from the 
Indianapolis branch office, will be in 
Louisville on January 4, for a talk at 
that time before the Kentucky Fire Un- 
derwriters’ Association. 


H. A. CARL PROMOTED 





Made Assistant Secretary of Pennsyl- 
vania Fire; Was Special Agent; 
Other Changes 

H. A. Carl, Jr., formerly a suburban 
special agent of the Pennsylvania Fire, 
at a meeting of the board of directors 
this week, was appointed assistant sec- 
retary at the home office in Philadelphia, 
assisting Secretary T.: Magill Patterson. 
Mr. Carl has been connected with the 
Pennsylvania Fire for the last ten years. 
He began his insurance career with the 
agency of Thomas C. Foster & Co. He 
is a member of the Underwriters’ Club 
and the Insurance Society of Phila- 
delphia. 

Mr. Carl will be succeeded by John 


S. Mathews, Philadelphia special agent 


in charge of the Broad street office. 
William L. Rhoads,. assistant special 
agent, becomes city special agent in 


charge of the Broad street office, and 
Howard Peak, counterman, has been 
appointed assistant to Mr. Rhoads. 

Effective January 3, the Pennsylvania 
Fire will establish a North Philadelphia 
office in the new North Philadelphia Real 
Estate Board building, 313 North Broad 
street. This will be in charge of P. G. 
Buck, now senior special agent at the 
home office. He will also have super- 
vision over all of the other branch offices 
of the company in Philadelphia. He has 
been with the Pennsylvania Fire about 
six years. 


LOUISVILLE BOARD TO MEET 

The Louisville Board of Fire Under- 
writers will hold its annual meeting on 
Wednesday, January 5, at Louisville, Ky. 
Edward J. Miller, of Edward J. Miller 
& Co., local agents, will be re-elected for 
another term it is understood. A. G. 
Chapman, Chapman Insurance Agency, is 
vice-president; and Wm. M. Watson, 
secretary. Mr. Miller has been appointed 
a member of the Board of Directors, 
Louisville Water Co., and will be elected 
president of that organization next 
month. 





JAMES T. CATLIN DIES 

James T. Catlin, founder and head of 
the local fire agency in Danville, Va., of 
J. T. Catlin & Son Co., died Monday 
night of this week as a result of a stroke 
of paralysis which he had suffered re- 
cently. His son, James T. Catlin, Jr., 
who was associated with him in the in- 
surance business, is former president of 
the Virginia Association of Insurance 
Agents and is active in the committee 
work of the National Association of In- 
surance Agents. The senior Mr. Catlin 
established the insurance agency in 1880. 


INSURANCE EXCHANGE DINNER 


The annual dinner of the New Eng- 
land Insurance Exchange will take place 
Friday evening, January 7, at the Hotel 
Somerset, Boston. According to Ken- 
neth H. Erskine, chairman of the en- 
tertainment committee, the present indi- 
cations are that the dinner will be one 
of the most successful ever held. A large 
attendance is anticipated. The enter- 
tainment committee has spared no ef- 
fort to make this occasion a notable one. 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 
United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 


U. S. Statement December 31, 1925 


ASSETS : 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 
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- GEORGE Z. DAY, Asst General Agent 
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. . . ‘ $7,400,761.92 
. . . ‘ 1,799,563.19 
. . . ‘ 763,725.88 
. : . ° 4,837,472.85 





The seal that 
says—'This is a 
contract to pay 
all just claims 
when and where 
they are due.”’ 
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Fire Insurance Changes During 1926 sindiiaiiniinaty ines 
victory of a few months Paonia ee ee a companies stimulating and Che Standard Hire Insurance Cu, 


compensated for all the months of stren- 
uous efforts, compromises and sacrifices. 
Fire insurance executives today will say 
with no 5 siti ition that the organization 
of the E. A. was undoubtedly the out- 
standing Pi ates in the fire insur- 
ance in the East for many years. 


Changes in Automobile Field 


Automobile insurance has witnessed 
several changes although all of its prob- 
lems have not been ironed out. There 
was some talk for awhile of disbanding 
the National Automobile Underwriters’ 
Conference and rendering the territorial 
conference so weak as to be negligible 
factors in the business. How serious was 
this talk, few will say, but one knows 
that many companies were dissatisfied 
because of the competition created by the 
bidding for huge wholesale finance risks, 
and because companies outside the Con- 
ferences were getting too large a per- 
centage of the choice business. 

The danger passed, evidently, when the 
National Conference authorized those 
companies which desired to form a 
separate company to write finance risks 
only at the best competitive rates ob- 
tainable. This company, if formed, will 
have no connection with the National 
Conference except that the subscribing 
companies will be Conference members. 

There were important changes in the 
personnel of the National and Eastern 
Conferences during the present year. 
General Manager Howard DeMott, a 
veteran in the fire insurance game, re- 
signed on account of ill health early in 
the year, and Secretary Wm. P. Young 
resigned to go with Fred S. Tames & Co. 
in their New York office. J. Ross Moore, 
head of the Eastern Conference, was ap- 
pointed manager of the National Confer- 
ence to succeed Mr. DeMott, and A. J. 
Donahue, for several years with the Con- 
ference, was appointed as his assistant. 
Recently, C. R. Lamont, of Boston, a 
man well versed in the details of auto- 
mobile underwriting, was appointed man- 
ager of the Eastern Conference, thus 
rounding out the personnel of the two 
rganizations in New York. 


Non-Conference Organization 


A group of nearly thirty companies not 
members of the National Conference a 
few months ago formed an organization, 
called the Independent Board of Automo- 
bile Underwriters, the principal functions 
of which are to collect and distribute to 
members information about stolen and 
recovered cars. This organization differs 
from the Conferences in that it has no 
control over rates or the individual prac- 
tices of its members, confirming its ac- 
tivities solely to theft information. F. W 
Doremus, president of the Svlvania of 
Philadelphia, is president of this organi- 
zation. 

The American Foreign Insurance As- 
sociation, the organization of American 








PALMETTO IS RE-LICENSED 
The Palmetto Fire, of Sumter, S. C., 


storm center of the Chrysler-Palmetto 
wholesale automobile insurance proposi- 
tion, has again been licensed to transact 
fire insurance in New York State. The 
Palmetto’s license expired on July 1 last 
during the controversy with Tnsurance 
Superintendent Beha, of New York over 
and a renewal was refused at ya time. 
the legalitv of the Chrvsler contract 
Now that the Chrvsler somamee has 
been abrogated the Palmetto is being 
readmitted to this state 


Falconer Agency. Inc., Falconer, N. Y., 
selling all kinds of insurance. has been 
chartered at Albany with $20.000 capital 
Archibald D.. Robert B. Falconer and 
Dorothy F. Olson, Jamestown, N. Y., are 
directors and subscribers. 








developing fire insurance in American 


companies in foreign lands, has under- OF NEW JERSEY 


gone changes in management. Howard 





P. Moore, who had been general man- TRENTON, N. J. 
ager of all the Association’s activities for 0. J. PRIOR, President W. M. CROZER. Secretar 
several years, resigned. Harry Austin, ae ? fn ° y 


assistant in the fire branch, was made 
manager for fire insurance only, while 
S. T. Dunlap, who had been carrying on CHARLES W. FRACKER DEAD BRANIFF CHRISTMAS PARTY 




















in the marine department since the death Charles W. Fracker, state agent for A happy Christmas party was held last 
of John Ferguson, became head of that the Springfield Fire & Marine in Iowa, week by the officials and employes of the 
department. and the dean of field men in that state, T. E. Braniff Co. the Braniff, and the 


In the side-line field of fire insurance died at Des Moines recently at the ad- Provident Mortgage Go, all Braniff 
the Tourist Floater Conference, dormant vanced age of ninety- six years. He was companies, of Oklahoma City. Branch 
for some time, was rejuvenated and born in Boston in 1829 and served in the office managers in Tulsa, Okmulgee, 
placed upon its feet again. This came Civil War. He was active with: the Amarillo and other nearby centers were 
ca as a result of the unprofitably low Springfield for forty-seven years, and present. Christmas bonus checks were 


1ates being charged for this type of in- was a member of the Iowa Pond of the distributed among the employes. 
surance and the broad coverages extend- Blue Goose. 








ed by many companies as a competitive POLICY SERVICE - 
inducement. The business had to be NORTH AMERICA PARTY Policy Service, Inc., New York City, 
stabilized and apparently it is now, be- Girls in the service department of the — selling all kinds of insurance, has been, 


cause the new tourist floater policy, go- Insurance Company of North America chartered at Albany with $1,000 capital. 
ing into effect tomorrow, is much im- in New York on last Friday afternoon Witherbee Black, Aaron V. Frost and 
proved from the underwriting viewpoint gave a surprise Christmas party to the Charles A. Hammarstrom, 4 West 48th 
and should bring a fair profit to the office staff. There was a luncheon, danc- Street, New York City, are directors and 
member companies. ing and other entertainment. subscribers. 











LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary WELLS T. BASSETT, Vice-President and Secretary 


JANUARY Ist, 1926 STATEMENTS 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY " 
OF NEWARK, N. J. 





ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$21,285,738.13 $9,955,309.55 $5,000,000.00 $6,330,428.58 $11,330,428.58 
ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$ 5,800,834.29 $3,461,203.02 $1,000,000.00 $1,339,631.27 $ 2,339,631.27 - 
ORGANIZED 1854 
MECHANICS INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$ 4,478,484.10 $2,971,049.18 $ 600,000.00 $ 907,434.92 $ 1,507,434.92 
ORGANIZED 1866 

NATIONAL-BEN FRANKLIN FIRE INS. COMPANY vic 
OF PITTSBURGH, PA. 
$ 5,508,164.57 $4,071 ,227.38 $1,000,000.00 $ 436,937.19 $ 1,436,937.19 
ORGANIZED 1871 
SUPERIOR FIRE INSURANCE COMPANY 
OF PITTSBURGH, PA. 
$ 4,872,321.76 $3,197,308.18 $1,000,000.00 $ 675,013.58 $ 1,675,013.58 
ORGANIZED 1870 
CONCORDIA FIRE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 
$ 6,564,842.84 $4,763,794.03 $1,000,000.00 $ 801,048.81 $ 1,801,048.81 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE COMPANY 
OF CONCORD, N. H. 
$ 915,931.65 $ 72,839.60 $ 300,000.00 $ 543,092.05 $ 843,092.05 



































TOTAL ASSETS TOTAL LIABILITIES TOTAL NET PREMIUMS 


$49,426,317.34 $28,492,730.94 $22,498,413.63 


HOME OFFICES 
NEWARK, NEW JERSEY 




















PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 
CHICAGO, ILL. SAN FRANCISCO, CAL. 
Western Department Pacific Department 
H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 
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Service won! To the tune 


of $2,000,000 worth of business 


OW did a New England company get the 

privilege of placing $2,000,000 worth of 
insurance? Not by strong-arm, table-banging 
salesmanship. Not by luck, pull, or trading 
on personal relationships. Not at all. 


This sensational catch was landed by spend- 
ing time and thought in working out a plan 
whereby the prospect could greatly increase 
his insurance with a comparatively small in- 


crease in premiums. 


Here again is proof that an agent serves his 
own self-interest best by putting his client’s 
interests first. Here again is proof that an 
agent is on the right track—is underwriting 
his business against competition—when he 
urges automatic sprinklers for his unprotected 


fire risks. 


True, your commission will drop when the 
sprinklers are installed. But live agents can 
soon turn this cut into a permanent increase. 
For when you have shown an owner how to 
get sprinkler protection out of savings in fire 
premiums you have performed a real service. 


1. Grinnell Company is not 
affiliated in any way, with 
any insurance office. Local 
agents may, therefore, freely 
come to us with any case 
and be sure that our co- 
operation will help them 
hold their lines intact. 


2. Grinnell service in en§gi- 
neering and installation is 
national, so that localagents 
Set close personal contact 
with our representatives in 








Important Facts for Agents to consider 


all principal cities. 


3. The reputation of The 
Grinnell System is unques- 
tioned. Local agents may, 
therefore, urge sprinkler in- 
stallation in the knowledge 


that performancewill match | 


their promises. 


4. Grinnell handles the 
whole undertaking—financ- 
ing, estimating, engineering 
and installation. 


His appreciation opens the door to effective 
solicitation on Use and Occupancy, Wind 
Storm, Plate Glass and allied lines. 


But be sure the good-will you earn is safe- 
guarded by the way the sprinkler proposition 
is carried through. Recommend that the fi- 
nancing and installation be handled by Grin- 
nell Company. Grinnell is the pioneer sprin- 
kier concern in America. Grinnell systems are 
installed by specialists. Responsibility is not 
divided with local contractors and the possi- 
bility of unsatisfactory installation is conse- 
quently avoided. The company puts its un- 
questioned financial and engineering prestige 
back of every job. 


Many an agent has won to big increases in 
premiums through proving his readiness to put 
his clients’ interests ahead of his own. Read 
about actual case in the free booklet, “The 
Local Agent and Automatic Sprinklers.’’ Send 
the coupon to Grinnell Company, Inc., 253 
W. Exchange St., Providence, R. I. 


Cut this out and mail at once 







Name 


Address 





| : 
| 
| Grinnell Co., Inc., 253 W. Exchange St., Providence, R. I 


| 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 























“The Local Agent and Automatic Sprinklers” 


A complete, authoritative booklet sent free on request. 
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“The Loss Was Fully Covered by Insurance” 


—So the Newspaper said 


CERTAIN factory was nearly destroyed by 

fire. The owners good business men—carried 

an adequate amount of fire insurance, and were 

not unduly concerned over the proposition of re- 

building. It was reported that the loss was fully 
covered by insurance. 

As soon as the first excitement was over, however, 
it became apparent that there were losses other than 
property damage. These were in the form of Fixed 
Charges (outgo) which continued after the fire, and 
in profits (income) which stopped immediately. 

There were salaries of officers and a carefully 
chosen staff of executives to pay; wages of valuable 
employees whose experience and skill made them 
necessary to the successful operation of the plant. 

Both federal and local taxes had to be paid. Non- 
cancellable contracts, royalties and insurance pre- 
miums were other expense items. Interest on mort- 
gages and other indebtedness could not be avoided. 


T H E 


These and other fixed, unavoidable charges which 
continued, assumed serious proportions. Bankers 
were not particularly liberal in their extension of 
credit and bankruptcy was narrowly averted. 

Had these men but known it, they could have 
saved themselves this financial embarrassment 
through a form of insurance which pays for the losses 
due to the interruption of business by fire. It is 
Use and Occupancy (Business Interruption) Insur- 
ance. This insurance will, in the case of a fire, 
provide indemnity for the loss of profits which would 
have been earned had there been no interruption of 
business and also such fixed charges as continue after 
a fire, such as taxes, non-cancellable contracts, 
royalties, insurance premiums, interest on indebted- 
ness, salaries of officers and employees who must be 


retained in order to resume business promptly, et 
cetera. 


T R AV EL ER S 


HARTFORD, CONNECTICUT 
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Report On Failure Of 
Standpipe Equipment 


DAMAGE TO HOTEL ANSONIA 





New York Board Issues Statement On 
Use and Care of This Important 
Type of Equipment 





lire in the Hotel Ansonia in New 
York City on December 16 brought out 
some interesting facts in connection with 
the failure of standpipe equipment to 
function properly after a fire has started. 
Superintendent William B. White of the 
Sureau of Surveys of the New York 
Board of Fire Underwriters has issued 
a bulletin based on observations made 
at the Ansonia fire. While the fire itself 
did not amount to a great deal, being 
confined to the tenth floor, considerable 
damage was occasioned on the first and 
second floors by the improper working 
of the standpipe system. 

“Examination of the standpipe system 
indicated that there was no check valve 
installed in the line at the tanks,” says 
Mr. White, “and that when the fire de- 
partment connected to the siamese con- 
nections on the street, there was nothing 
to prevent the water from entering and 
overflowing the tanks. A large portion 
of the standpipe piping is enclosed to- 
gether with other piping in a covering 
to prevent freezing and it is possible a 
check valve which failed to seat, was 
installed in this section, but this could 
not be verified. 

“The standpipe tanks are located on 
the second floor of a two story roof 
structure and are provided with an over- 
flow pipe terminating a short distance 
from a roof drain, which is located in a 
corner of a 15 by 8 ft. enclosed light 
court and discharges in turn into a sewer 
drain at the bottom of the court. The 
water that overflowed from the tank, 
entered this drain and because the 
sewer drain at the bottom of the court, 
which is on a level with the second floor, 
was clogged, collected at that point and 
eventually entered the building, causing 
water damage on the first and second 
floors. 


Defects Found in System 


“Further examination of the standpipe 
system showed that the gate valves at 
the tanks were open and the valve stems 
sawed off, so that it was impossible to 
close any of them by hand in case of an 
emergency, as occurred. Other minor 
defects in maintenance were also found 
in the system. 

“Next to the automatic sprinkler 
equipments, a well designed, properly 
equipped and reliably maintained stand- 
pipe system, constitutes the best means 
for fire fighting in high buildings. Such 
standpipe systems furnish the only reli- 
able means of obtaining effective fire 
streams in the upper stories of high 
buildings and delivering such streams in 
the shortest possible space of time. The 
efficient operation of the fire department 
is almost wholly dependent upon stand- 
pipes when combating fires in the upper 
portions of tall buildings. The reliabil- 
ity of all standpipe lines in all high 
buildings, therefore, should be deter- 
mined by periodical tests. As far as 
this city is concerned, there appears to 
be no practice of systematically testing 
the reliability of standpipes after the 
initial test at the time of their installa- 
tion. The ordinances simply provide that 
the responsibility for maintenance rests 
with the person in charge of the build- 
ing. The failure of the standpipe to 
function properly in this fire demon- 
strates the futility of this character of 
maintenance. 

“The inspection force of the Bureau 
of Surveys for the past six months have 
been devoting one day each week to the 
examination of standpipe equipments, but 
had not reached the section of the city 
in which this particular building was lo- 
cated. These inspections have clearly 
indicated that the periodical inspection 
and testing of standpipe equipments in 
tall buildings by a properly constituted 
city department is of prime importance. 





NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 


and unblemished record of over a 
Century in protecting the interests - 
of policyholders and agents. 








Agents Wanted Where Not 
Represented 


—_ 








The fire department are possibly better 
equipped and probably the most compe- 
tent to make such tests. It is earnestly 
hoped that some definite regulations will 
be forthcoming at an early date from the 
review now being made by the before 
mentioned city departments.” 





RATE ADVANCES EXPECTED 
_Fire insurance rates in the suburban 
districts around Lancaster, Pa., are likely 
to be advanced in January. These dis- 


tricts are served by volunteer fire de- 
partments. 


-anommennoe 


GOES TO JAIL FOR ARSON 

Charles Frost, president and treasurer 
of the Consolidated Auto Trunk & Spe- 
cialty Corp., and Excluso Auto Trunk & 
Specialty Corp., of New York City, con- 
victed of statutory arson in the State 
of Connecticut, surrendered last week to 
State’s Attorney William H. Comley, 
Jr. of Fairfield County, Bridgeport, 
Conn., and was taken to Wethersfield 
Prison to serve his sentence of not less 
than one nor more than three years. 


Frost was convicted of statutory arson 


after two trials. 


Life Conservation Service 








JoHN Hancock MutTua. LIFE 


INSURANCE 


CoMPANY 








“CONTROL” 


Rules For Safe Driving 


The Best Booklet we have seen for automobile 
drivers and owners 


Gives an incentive to Road Courtesy and a fair 
Attitude toward the Other Fellow 


If you own or drive a car, and would be interested 
to have a copy of the booklet “Control” you 
may have one by addressing the Inquiry Bureau. 


Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





KE. C. F. Knowles Joins 
Marsh & McLennan 


IS ELECTED A VICE-PRESIDENT 





To Hold High Executive Position at San 
Francisco in Pacific Coast Dep't; 
Other Promotions 





_Edwin C. F. Knowles, who has re- 
signed as general agent of the Pacific 
Coast department of the Phoenix Assur- 
ance of London and its affiliated compa- 
nies, has been appointed executive vice- 
president at San Francisco for Marsh & 
McLennan, effective January 1, 1927, 
C. C. Kinney, who has been senior vice- 
president since the establishment of the 
Marsh & McLennan organization on the 
West Coast, has asked to be relieved of 
many of his executive duties and respon- 
sibilities on account of impaired health. 
However, he will continue active in part, 
together with E. B. DeGolia, who has 
been a vice-president of the Pacific Coast 
organization for many years. 

Marsh & McLennan have also elected 
J. McCann Davis and M. M. Levis vice- 
presidents, and J. William Klein, secre- 
tary at San Francisco. 

Announcing the resignation of Mr. 
Knowles, Percival Beresford, United 
~— manager of the Phoenix group, 
said: 

“He carries with him our very best 
wishes for his continued success.” 





ATWOOD REDUCES CAPITAL 





Transfer $100,000 to Surplus to Declare a 
Liquidating Dividend of $600,000; 
Company Organized 7 Years 

The Atwood Fire of New York has 
made application to the Insurance De- 
partment of the State of New York to 
reduce its capital from $300,000 to $200,- 
000. The company was incorporated on 
December 24, 1919, and started to do 
business in January, 1920. 

The company will reduce its capital by 
transferring $100,000. to the surplus and 
subsequently declare a liquidating divi- 
dend of $600,000 out of the company’s 
surplus, which will have been increased 
by the $100,000. The Atwood was origi- 
nally organized by the officers and board 
of directors of the Preferred Accident. 
In December, 1925, control of the com- 
pany passed to interests identified with 
Henry W. Brown & Co., who are the 
present managers, 





PENN FIELD CLUB MEETING 

The Pennsylvania Field Club, the field 
men’s organization of the central part 
of the state of Pennsylvania, will hold 
its January meeting at the Beach 
Front Hotel, at Wormleysburg, opposite 
Harrisburg, Pa., January 10. A musical 
program has been arranged by the en- 
tertainment committee consisting of T. 
Howard Bacon, Fireman’s Fund, chair- 
man; Norman S. White, Insurance Com- 
pany of North America, and Charles E. 
Cabell, Northern of London. The club, 
while one of the youngest in the state, 
has shown rapid growth since it was or- 
ganized. Poffenberger, of the 
Aetna, is president of the club. 





A. F. BROWN PROMOTED 


A. F. Brown who has been special 
agent for the western half of Oklahoma 
for the New York Underwriters, has 
earned a well deserved promotion and 
has been called to the home office of 
the company, to fill an important posi- 
tion in the underwriting department. Mr. 
Brown has been with the company for 
twenty-one years. 





N. M. BASSETT TALKS 


N. M. Bassett, secretary of the General 
Adjustment Bureau, of New York City, 
last week addressed the regular monthly 
meeting of the insurance division of the 
Board of Realtors of the Oranges and 
Maplewood on “How Fire Insurance 
Losses are Adjusted.” 
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Over 110,000° péople saw the Army-Navy Football Game in Chicago. 
was the largest number of people that ever witnessed a football game. 


This 


Practically every one present was a prospect for some kind of insurance. 
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Your Market 


1927 stretches ahead with daily opportunity for increased business if you develop your 


market. The insurance agent is fortunate in that practically everyone is a prospect for 


some kind of insurance. 


The agent for foundry machinery, for instance, 
can only sell to foundries and must travel further and 
longer to make a given number of sales than the sales- 
man for whom every manufacturer is a prospect. If that 
business is poor his sales must necessarily suffer, but 
that isn’t his fault because foundry machinery is all he 
has to sell. 


The insurance agent who limits his activities to but 
a few lines has voluntarily restricted his market and 
curtailed his own income. Obviously, he has not con- 
sidered the advantages of selling a multiple line—which 
saves selling energy, increases sales volume and elimi- 
nates the hazard of loss of premium income when there 
is a business depression. 


Sell all lines of insurance—Accident, Automobile, 
Plate Glass, Burglary, Public Liability and Boiler Insur- 
ance will broaden your market and your profits in the 
coming year. Write to the Agency Department for de- 
tails concerning London Guarantee lines of insurance 
and agency plan—you will receive a prompt reply. 


Head Office: 55 Fifth Avenue, NEW YORK 
New York Office: 90 Maiden Lane 
C. M. BERGER, United States Manager 


VINEE 


) LM 




















I.N. SURE’S 


OBSERVATIONS 





TRADITION AND 
PROGRESS 


Patiently they prayed to their rain god 
for rain. Gifts of food were laid down be- 
fore him and many sacrifices made, but no 
rain fell and their meager crops parched in 
the blazing sun. Day after day this went on 
and finally the chief of the tribe became 
angry—kicked the rain god in the face and 
ordered his subjects to carry water from the 
river to save the crops. This was the act 
of a brave man—he had torn down an age 
old tradition in a moment of anger, but his 
people were the only ones for miles around 
who harvested that year and so all was well. 
And then was born a people who would soon 
rule all the wide country. 

In many insurance offices tradition says 
that sales are made just thus and so. Any 
attempted application of modern sales pro- 
motion is laughed out of the office. This 
clinging to the old foggy ideas, closing ears 
to the spirited music of modern business, is 
bowing down to rain gods and courting fail- 
ure. In this changing, progressive twentieth 
century world the agencies who will use 
proven sales promotion ideas will have a rich 
harvest in premium income. 


LOYALTY PAYS AND 
IS ADMIRED 


“Loyalty is one of the greatest of Chris- 
tian virtues,” said the old cattle man with a 
sigh. “But there are many humans who 
don’t know what it means. Did I ever tell 
you about the rattlesnake? Well, one day I 
was driving to town in my buckboard and I 
saw a big rattlesnake at the roadside with 
a rock on his back looking appealingly at 
me. I took the rock off his back and when 
I was coming from town he followed me 
home and curled up on the front porch. Next 
day he followed me around the place help- 
ing me in many ways—killing rats and so 
on. One night a burglar got in. I heard 
the racket and came down to find my rattler 
holding him by the seat of his pants and 
shaking his tail out the window for help. 
The rattler sure was grateful and loyal—he 
lived with me till he died.” 
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Wisconsin Dep’t. Head 
Comments on 1926 


OVER 525 FIRE COMPANIES 


Premium Volume Did Not Grow Much 
On Account of Farm Risks; Johnson 
Says Jazz Is Infecting Insurance 

Over 525 fire insurance 
transacted business in Wisconsin this 
year, according to Insurance Commis- 
sioner Olaf H. Johnson, who today is- 
sued a statement reviewing the insur- 
ance business in his state during 1926. 
Fire insurance, he said, while not show- 
ing a falling off in premium income, due 
to the increasing need of protection in 
commercial and industrial enterprises, 
will not show much of an increase in 
volume, because of the curtailment of 
companies in the acceptance of farm 
risks due to adverse experience and de- 
mands for higher rates. 

“The amount collected during 1926 for 
insur ance fees and taxes by the Wiscon- 
sin insurance department aggregated $2, - 
138,062.92,” says Mr. Johnson. “This is 
$160,499.95 more than was collected dur- 
ing the preceding year, which would of 
itself evidence an increase in insurance, 
except for the fact that with a more 
equalization of the tax impositions and 
proper st atutory amendments governing 
ome So Me ae insurance, the receipts 
would have shown an increase of over 
one-half million dollars. The cost of 
conducting the department for the year 
was $52,309.13; while the growth of the 
insurance business has made stupendous 
strides, and the work and duties of the 
department have been greatly increased, 
the appropriation for its conduct has re- 
mained stationary during the past thir- 
teen years. 

“The growth of stock fire insurance 
is evidenced by the statement that in 
1900 the total premiums paid for fire in- 
surance was one hundred and sixty-two 
millions, while now these annual pre- 
miums have grown to approximate one 
billion dollars. Without fire insurance 
commercial credit and business enter- 
prise would be at a stand-still and doubt 
and fear would replace confidence in and 
assurance of success.” 


companies 


Jazz Infecting Insurance 


Speaking of the need of better super- 
vision of insurance companies, Mr. John- 
son said: 

“The purpose of supervision is that the 
insurance department is to do for the 
individual policyholder all that which he 

cannot well do for himself—to see to it 
that there is certainty of the insurance 
protection, fair dealing and_ perfect 
equity in settlements and that none but 
worthy companies be admitted and none 
but trustworthy and reliable representa- 
tives be licensed. 

“Insurance companies never fail sud- 
denly—failure is a gradual process and 
supervision should be made so efficient 
and with such ample delegated authority 
as to permit of living up to full responsi- 
bility, so that blame for failure of an 
insurance company may largely be 
chargeable to inefficiency of the depart- 
ment of insurance. 

“The jazz age is also infecting the field 
of insurance and there are too many pro- 
moters and exploiters lying awake nights 
to conjure up schemes of evasion to get 
something for nothing. Unauthorized 
insurance at a lower rate is alluring, and 
its promoters are reaping a harvest of 
thousands, defrauding its victims, and de- 
priving the honest, law-abiding company 
of business and the state of its legiti- 
mate revenue. Not more, but better law 
and the repeal of ineffective statutory 
provisions, is the need of the hour. In- 
surance is so essential to business and 
the home that none but the best should 
be good enough for the people of Wis- 
consin.” 





DIES AT AGE 89 
Captain Joseph F. Wingfield, oldest 
survivor of the Richmond volunteer fire 
department, died last week at his home 
in that city, aged 89. 
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NT UNITED STATES BRANCH, JANUARY 1, 1926 

Admitted Assets in the United States._..... $1,222,548.34 
Unearned Premium Reserve........................ 
Other Reserve and Liabilities 


Surplus to Policyholders.....0..0...................... 1,106,500.84 


NEW YORK, NEW JERSEY, 
PENNSYLVANIA, MASSACHUSETTS AND CONNECTICUT 


DESIRABLE AGENCY CONNECTIONS WANTED 


ROEHRLE, 60 Beaver 
Special Agent for New Jersey and Pennsylvania 
FOR UNITED STATES 

60 Beaver St., N. Y. City 


Incorporated in the Y ear 1886 


QUEENSLAND 


INSURANCE COMPANY, Ltd. 


AUTOMOBILE 


72,880.50 
43,167.00 


St., N. Y. City 














COTTON GIN FIRES 





Losses Appear To Be On Increase; 
Pickers Careless About Throwing 
Matches in Cotton 


Cotton gin fires appear to be on the 
increase in Texas and underwriting con- 
cerns are experiencing increased losses, 
says “Texas Insurance” of Dallas, 
Texas. As a gencral rule when a cot- 
ton gin burns the loss is $20,000 or more, 
and in most cases these gins are pretty 
well covered by insurance. 

Underwriting companies report a great 
many cotton gin fires are due to matches 
in the seed cotton before it reaches the 
gins. When these matches pass through 
gin stands fires result in most instances. 
In many cases the blaze is discovered 
before material damage is done and is 
smothered out by gin employes. sut 
when the blaze is not discovered until 
it spreads to other stands and to the 


presses, the 
smoke. 

Underwriters declare the matches get 
into the cotton through negligence on 
the part of cotton pickers who smoke 
while on the job. As a general rule cold 
weather increases the number of gin 
fires. This may be due to two reasons, 
the underwriters say. First, to more 
matches being carried about by pickers, 
less cotton picked, and _ consequently 
more matches to the pound in existence ; 
and second, decrease in number of gin 
employes. "The decrease in employes at 
gins reduces the chance to discover the 
fire in any gin stand before it gets be- 
yond control. 


entire plant goes up in 





A 10% reduction in tornado rates on 
mercantile buildings and contents is to 
be effective in Kansas on January 1. An 
agreement was reached between the 
Western Actuarial Bureau and the Kan- 
sas Insurance Department. 








REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


115 Broad Street 





Hartford, Conn. 





E. U. A. MEETING IN BOSTON 
Company Committee Will Meet Agents 
There On January 4 to Discuss 
New Commissions 

The newly appointed Boston committee 
of the Eastern Underwriters’ Association 
consisting of N. 4 Bartow, chairman, 
president, Queen; E. S. Archer, assistant 
secretary, Great “has, Guy E. 
Beardsley, vice-president, Actna; | ee 
Cairns, manager, Fireman’s Fund; B. M. 
Culver, vice-president, Niagara; Paul bs 
Haid, ‘president, America Fore Compa- 
nies; W. R. Hedge, president, Boston; I. 
1). Layton, vice-president, National; J. 
Lester Parsons, president, United States 
Fire; H. S. Poole, secretary, Home of 
New York, and James Wyper, vice-presi- 
dent, Hartford Fire, has called a meeting 
in Boston for January 4, at which time 
it will meet with a special committee of 
the Boston Board of Fire Underwriters 
for the purpose of going over details of 
the local situation and to discuss how any 
existing inconsistencies may be best ad- 
justed in fairness to all interests. 

The committee representing the Bos- 
ton Board will be John J. Cornish, Frank 
A. — H. G. Fairfield, H. A. Knee- 
land, George B. Proctor and with Wil- 
liam’ Gilmour, president of the board, as 
chairman. This will be the first of se v- 
eral conferences which it is expected will 
ultimately bring the regulation of agents 
and brokers, in the district under consid- 
eration, into practical conformity with 
the general plan for excepted cities ap- 
proved by the executive committee of the 
Eastern Underwriters’ Association. 





KELLY’S NEW APPOINTMENT 


The appointment of William B. Kelly 
as assistant general agent of the East- 
ern department in the home office of 
the Norwich Union Fire, New York, has 
been announced by Hart Darlington, 
United States manager of the company. 
Mr. Kelly succeeds H. J. Noble who a 
few months ago was promoted to gen- 
eral agent without assignment to any 
special territory. He will assume _ his 
new duties on go 3, assisting gen- 
eral agent O. F. Gant, in charge of the 
Eastern depar tment. Mr. Kelly has been 
the company’s special agent in Eastern 
Pennsylvania, Maryland and southern 
New Jersey and has had a fine record. 
L. W. Powers, a graduate of the Mas- 
sachusetts Institute of Technology, who 
has been connected with the Hartford 
Fire, will succeed Mr. Kelly. 





C. E. JENNINGS HONORED 

Charles E. Jennings, retired member 
of the Western department staff of the 
National Liberty, was guest of honor at 
a dinner tendered to him by the com- 
pany at the Palmer House, Chicago, last 
week. In further recognition of Mr. 
Jennings’ 42 years of loyal service, he 
was presented with a handsome gold 
watch and chain, the gift of the com- 
pany, which presentation was made by 
Carl Koch, manager of the Chicago 
branch office. 





INCORPORATE MATHER, LTD. 


Mather, Ltd., New York City, insur- 
ance brokers, agents, etc. has been 
chartered at Albany with a capital of 
2,000 shares of which 1,000 shares are 
preferred stock, $50 par value and 1,000 
shares common stock non par_ value. 
Charles E., Victor C. Mather, Haver- 
ford, Pa., and Gilbert Mather, Ardmore, 
Pa., are directors and subscribers. Barry, 
Wainwright, Thacher & Symmers, New 
York City, are attorneys for corporation. 





S. P. N. RHOADES DIES 

Stephen P. N. Rhoades, vice-president 
of Stewart, Hencken & Will, Inc., insur- 
ance agents and brokers of New York, 
died suddenly at his home in Short Hills, 
N. J., this week. He was in his thirty- 
fourth year. The funeral took place 
Tuesday afternoon and interment was 
private. Mr. Rhoades was associated 
with Gilsey & Co., insurance brokers, 
prior to his election to the vice-presi- 
dency of Stewart, Hencken & Will, Inc. 
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Practical Ideas For 
A “Dream Agency” 


COMPANY MAN’S VIEWPOINT 








Chas. C. Hannah ‘of the Fireman’s Fund 
Tells What He Considers the Essen- 
tial Features of an Agency 


Chas. C. Hannah, assistant manager 
of the Eastern department of the Fire- 
man’s Fund at Boston, is not a man 
one would ordinarily call a 
Yet he confesses that he oc- 





whom 
dreamer. 
casionally “day dreams” about the fire 
insurance business and one of his wan- 
derings down the by-ways has had to 
do with practical ideas for conducting a 
local agency. In an article he has writ- 
ten for the “Record” of the Fireman’s 
Fund he speculates on the subject “If I 
Had an Agency” and tells what he would 
do, or try to do, with an agency in some 
town or city of less than 150,000 popula- 
tion. 

“I'd have my office somewhere down 
on the main street in a prominent but 
not too expensive location,” writes Mr. 
Hannah. “Second floor offices usually 
cost less than those on the ground floor, 
so 1 would probably walk upstairs to 
save a few dollars per month. If ob- 
tainable at a reasonable figure, it would 
be situated in the front of the building, 
or on a corner where the gold lettering 
on the window would have an advertis- 
ing value. It would be a small office, 
certainly in the early stages of develop- 
ment of-the business. 

Overhead Expense 

Overhead expense in agencies must be 
watched closely, for like the thermom- 
eter it leaps up at the slightest encour- 
agement, and in order to keep office 
space requirements and clerk hire at a 
minimum, simple recording and filing 
systems would be essential. The fol- 
lowing system and routine would, I be- 
lieve, most successfully accomplish my 
purposes: . 

All policies would be typewritten and 
duplicate daily reports made in the same 
operation. Office copies of the daily re- 
ports would be filed by name of the as- 
sured and constitute a readily available 
record of all of the insurance for the par- 
ticular client or, as it is generally known 
in insurance offices, a “Customer's 
Record.” ; 2 

1 would combine in one operation and 
file what, in many offices would require 
three. One card would’ be transcribed 
from the daily report and would serve 
the three purposes of 

(a) Unpaid premium record 

(b) Location card 

(c) Expiration card 

The cards for this system are about 
5 ins. by 3 ins., white—with a small ex- 
tension tab on the top which is printed 
the name of the month, the tabs being 
so located that when the series of twelve 
cards are in file, each month shows up 
in its relative position. In the lefthand 
corner provision is made for inserting 
the day, month and year, while on the 
remainder of the card the _ follow- 
ing necessary information is listed under 
the several headings: 


Assured Amount 
Address Term 
Mortgagee Rate 
Policy No. Premium 
Company Coverage 


Location 

Each card when completed would be 
placed in an unpaid premium file until 
the account was paid, then transferred 
to the location cabinet where it would 
be filed by street name and number, al- 
phabetical cards serving as divisions of 
the file. The month tabs automatically 
make it an expiration file also, from 
which every month in advance the list 
of expiring policies would be taken. The 
cards are quite inexpensive and provid- 


ing, as most of them do, for five or six 
renewals, on a five year basis might 
serve for twenty-five or thirty years. 


Automobile insurance _ records not 
being dependent on a_ fixed location, 
would be filed by expiration only. Re- 


turn or additional premiums also could 
be noted on the same cards, but a red 
or blue form would probably be better. 


Expirations and Renewals 


Renewals would be written well in ad- 
vance of the expiration dates and per- 
sonally delivered in most cases, thus af- 
fording direct contact with the assured 
and the opportunity for full discussion 
of additional insurance needs. As well, 
a record would be kept of expirations of 
lines controlled by other agents and 
promised to me on renewal, so that the 
policy could be placed in the hands of 
the new assured not only prior to the 
expiration date, but also before delivery 
by the other agent of his renewal pol- 
icy. Many assureds hesitate to send 
back a policy and there is a psychologi- 
cal value in delivering yours first. 

In the case of small premium renewals 
not warranting a personal visit, a sim- 
ply worded form-letter would be sent in- 
dicating a willingness to call, but per- 
mitting the assured, if no visit was re- 
quired, to initial and return the letter 
as an order for continuance of the line. 

My list of customers would be fre- 


L. & L. & G. PROMOTIONS 

Several promotions have been made 
effective January 1, in the New York 
metropolitan office of the Liverpool & 
London & Globe. W. E. Gildersleve, Jr., 
formerly agency superintendent in the 
home office in New York, will be assist- 
ant manager of the metropolitan depart- 
ment. Joseph F, Murray, formerly spe- 
cial agent of the suburban territory of 
New _York, will be agency superinten- 
dent in the New York suburban depart- 
ment, succeeding the late W. EF. Stayley. 
A. J. Devine, formerly examiner in the 
suburban department, will be special 
agent for Long Island and Staten Island. 


LOGGING ASSOCIATION MEETS 

Adoption of new rates, decision to open 
an office in San Francisco and to appoint 
an additional inspector in the Northwest 
were some of the features of the recent 
annual meeting of the Logging Insurance 
Underwriters’ Association at San Fran- 
cisco, 








quently canvassed for new covelages, and 
for this purpose I would have printed 
cards listing all classes written by my 
office. On these I would indicate the 
lines of insurance at present carried, not- 
ing other kinds of ‘indemnity applicable 
and the assured would be vigorously so- 
licited for his safety and my profit. 











NEW YORK 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 
The real strength of an insurance com- 

pany is in the conservatism of its man- 


agement, and the management of THE 
ANOVER is an absol ance 
the security of its no sa aa ™ 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vi 
H. T. CHOLLMA Tr ir 
° e reasurer 
F. E. SAMMONS,’ Asst. Secy. 
A. E. GILBERT, i Secy. 
HOME OFFICE 
Hanover Bidg., 34 Pin 
ne York me 
Howle, Jarvis & Wright, Inc., Gen’l Agts. 
istrict 


Metropolitan D 


81 JOHN STREET NEW YORK 
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INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 
LOGUE BROS. & CO., Inc. 





























“AMERICA FORE" 


The Plan’s the Thing 


Imagine opposing armies of equal strength—one fighting 
out a carefully planned campaign—the other—just fighting. 
Which do you think will win? 


In fighting the battles of business, the plan’s the thing! 
The agent who goes into the 1927 campaign with carefully 
thought out and developed plans—who utilizes all the facilities 
at his command—company co-operation—advertising,—who 
marshals as his reserves what the other fellow ignores as 
““sidelines’—THAT agent will carry off the spoils at the 
end of the year. 


| , AMERICAN EAGLE | 


FIRE INSURANCE COMPANY __. 
EIGHTY MAIDEN LANE, NEW YORK,NY. 


ERNEST STURM, CHainman oF THE Board, 
PAUL L.HAIQ, PresioenT. 


CASH CAPITAL ‘ONE MILLION DOLLARS 


CHICAGO ° 


SAN FRANCISCO 
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Since 1859 


Through the troublous years of the Civil War, 
the long period of reconstruction, the coming of 
the Industrial Age, the days of the Spanish War, 
the evolution of Automobile Transportation, the 
World War cataclysm and the post-war era of 
tremendous expansion, the Commerce Insur- 
ance Company has played its part in protecting 
property, stabilizing credits and indemnifying 
policyholders. 


Today, its agency force everywhere is busily 
engaged in writing the sixteen different cover- 
ages offered by this time-tested stock company. 


Profitable association with Commerce Execu- 
tives who know the insurance business and with 
Special Agents who really solve their problems 
and actually help them sell, have made the 
agents of the company eager to | 


6¢é 


ARRY ON WITH 


MMERCE 


INSURANCE COMPANY 
of GLENS FALLS, NEW YORK 





E. W. WEST, Pres. 


H. N. DICKINSON, Vice-Pres. F. M. SMALLEY, Vice-Pres. and Secy. 


R. C. CARTER, Treas. 
R.S. BUDDY, F.L. COWLES, G. P. CRAWFORD, H. W. KNIGHT, J. A. MAVON, Secretaries 


G.S. JAMISON, Asst. Secy. 
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Fire Companies Win 
Case in Porto Rico 


CLAIM HELD FRAUDULENT 





Federal Court Rules That Store Owners’ 
Contentions Were Not Truthful; 
Claims Exaggerated 


The Hartford Fire, Royal Exchange 
and Western Assurance, three fire com- 
panies which were joint defendants in 
a suit brought in the District Court of 
the United States in San Juan, Porto 
Rico, by Cuetara Brothers, won the case 
when the court directed a verdict for the 
defendants on the ground of failure to 
establish a proper claim. The Court also 
contended that the case of the plaintiffs 
was “tainted with fraud and deceit and 
concealment.” 

Judge Ira K. Wells, who delivered the 
opinion of the Federal Court, said at the 
beginning of his ruling that there was 
plain evidence that the fire in the store 
of Cuetara Brothers, which gave rise 
to the claims was preceded by an ex- 
plosion. 

“The second ground is: ‘That from the 
books and evidence presented by plain- 
tiffs with all data and necessary sources 
of information in their possession know- 
ingly and intentionally overestimated in 
the sworn proof of claim furnished de- 
fendants the value of the property de- 
stroyed in an amount exceeding $16,000 
and overestimated the amount of mer- 
chandise destroyed.’ I do not think there 
can be any question in regard to this. 
Take their own books and they show 
that there was at least five thousand 
pairs of shoes less there than they say 
there was. Take the actions of these 
plaintiffs. Take their whole conduct 
throughout this case. Take the fact that 
samples were taken of these shoes from 
the debris upstairs by a notary public, 
that were packed securely in a box and 
sealed up and placed in charge of these 





plaintiffs. This box mysteriously dis- 
appeared and no explanation can be 
given. 


Court Doubts Plaintiffs’ Story 


“You can only put one construction 
on that conduct, that it was to 
conceal the real condition of the debris 
and of the facts that they would bring 
out. There can be no other construc- 
tion placed upon their conduct. Take 
this whole transaction. Take these or- 
ders of shoes from their brothers in 
Boston, of which this firm were part- 
ners to the extent of five thousand dol- 
lars. And take their story that they 
sent up and paid money in cash, I think 
some $43,000 at different times. The 
Court does not believe that. While there 
is not any evidence that the amount of 
shoes was not received, yet the Court 
looks with suspici6n Upon that whole 
transaction, and T am satisfied that the 
proof of loss and the evidence presented 
by the plaintiff, and the information fur- 
nished was intentionally and knowingly 
deceptive and fraudulent, and that it 
was done with the deliberate intention 
of fraud and deceit and concealment, 
and I do not believe that there was any- 
thing near the amount of shoes in that 
upper story that they claim, and their 
actions and their books show that there 
was not, and their actions in destroving 
the evidence that was taken. of these 
shoes indicates clearly to my mind that 
it was not as represented. 

“The fourth ground is: ‘That from the 
evidence adduced at the trial it appears 
as a matter of law that the claims made 
by the plaintiffs in this cause were frau- 
dulent, and that false declarations were 
made and used in support thereof, and 
that fraudulent means and devices were 
used by the insured to obtain the bene- 
fit of the fire insurance policies sued on, 
thus rendering the said policies null and 
void and depriving plaintiffs of all bene- 
fit thereunder because of Article 13 of 
said policies, constituting a part of the 
insurance contract sued on.” That has 
been gone over. 

“I am satisfied that if there were a 
verdict for the plaintiff the Court would 















Head Office: 


Total Assets 


LEAKAGE - EXPLOSION - RENT 


eee ee ee ee ey 


Reserve for Taxes and all other Liabilities 
WOG SUUMINS cc cecivcccccccceccccceseses 


ee ee ee 


cc cc cece cc cceeeceeccccees $16,689,381.17 


ee 


TTT $ 7,052,501.45 


FIRE - MARINE - AUTOMOBILE - WINDSTORM - TORNADO - SPRINKLER 
and RENTAL VALUES - TOURIST BAGGAGE - 
RIOT and CIVIL COMMOTION - USE and OCCUPANCY 








Organized 1859 


National cc 


Insurance Company 
of America. 


709 Sixth Avenue, N. Y. 
STATEMENT JANUARY 1, 


COD oan wencecacceubeesincnenaeaat 
Premium Reserve ........cccccccocccecs 


1926 


1,188,903.54 
5,552,501.45 





Under Insurance of Merchants 


“Credit Monthly” printed by the Na- 


tional Association of Credit Men got 
hold of some interesting figures some- 


‘where about the value of property de- 


stroyed and the inadequate amount of 
insurance carried. It says: 

In the face of our national-wide losses, 
it is sheer folly to take chances in the 
hope that fates will be kind. 

Attention is called to our prosperous 
merchants whose premises were visited 
by fire within a period of forty-eight 
hours. Here is the way their affairs 
stood: 

Insurance 


No. 1—Madse., Firtures, 


and Building ........<. 19,500 $ 9,500 
No. 2—Mdse. and Fix- 

WEES ve oecenececaenenun 11,400 2,500 
No. 3—Madse., Fixtures 

and B uilding is anarsanea’ 14,800 13,000 
No. 4—Mdse. and Fix- 

HIRES cc. cdcinocinwesececs 17,200 7,000 
Value of destroyed prop- 

CLAUS cavers caicnaseuien $62,900 $32,000 


None of these merchants had ever had 
a fire before; none wanted a fire; appar- 
ently all but one figured that his chances 
of being visited by fire were small; but 
three of the merchants are out of busi- 
ness today, their capital gone, and com- 


pelled to begin again at the bottom. One 
secks a position; two entertain the hope 
of getting back into business with the 
help of friends, but No. 3 immediately 
rented a vacant store, wired for stock, 
opened his door for customers in ten 
days from the date of the fire. 

These cases constitute only additional 
evidence of conditions which are allowed 
to exist all too frequently in the failure 
of merchants to adjust their insurance 
from time to time in keeping with im- 
portant changes in stock values, seasonal 
or otherwise. 

Among those merchants who have not 
kept themselves informed as to their 
needs in these respects there are some 
who in the operation of the laws of aver- 
age will be thankful this very year that 
this subject has been called to their at- 
tention. 

Adequate insurance as to amount and 
quakty is part of every merchant’s credit 
assets. This is worth being remembered 
by every merchant not only for himself 
but with respect to his customers to 
whom he may be extending credit. 

Remember, the poorest excuse for un- 
der-insuring is that the rate is too high. 
A high rate is the clearest sign of dan- 
rer for it invariably indicates a high loss 
ratio. The higher the rate the greater the 
severity of the hazard. 








feel obliged to set it aside and it seems 
to me that this matter, on the part of 
the plaintiff, is so tainted with fraud 
and deceit and concealment that they are 
not entitled to a verdict for anything 
and that no court would permit any ver- 
dict in their favor to stand.” 


REINSURE PART OF RISKS 


The United States branch of the Neth- 
erlands and the Great Lakes Insurance 
Companv of Chicago have reinsured part 
of their liabilitv in the Globe & Rutgers, 
according to Harold W. Letton, United 
States manager of the former company 
and underwriting manager of the latter. 
This reinsurance covers liability in Con- 
necticut. Massachusetts and New York, 
except Buffalo. Sumner Ballard acted as 
the intermediary in the reinsurance 
transactions. 


BROOKLYN BROKERS’ DINNER 


The Brooklyn Insurance Brokers’ As- 
sociation will hold its annual dinner at 
the New Imperial Hotel, Brooklyn, on 
the evening of January 25, 1927. The 
members of the committee in charge of 
the dinner are planning to make it the 
most novel affair ever held by the asso- 
pissy and a large attendance is antici- 
pated. 


B. F. FREEMAN WITH G. & R. 


Benjamin F. Freeman has resigned as 
special agent in Massachusetts of the 
Milwaukee Mechanics and tomorrow will 
assume charge of the field work in the 
same state for the Globe & Rutgers, with 
headquarters in Boston. Mr. Freeman 
was previously with Field & Cowles, the 
Providence-Washington, and the Insur- 
ance Company of North America. 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 








(New Jersey) 
(Denmark) 


Thomas B. Donaldson 








Christmas Carols 
Rendered in Open Air 


LARGE ASSEMBLAGE JOINS IN 





Given Under Auspices Insurance Society 
of New York at Liberty Street 
and Maiden Lane 





A chilly wind and red noses did not 
daunt the Yuletide spirit of the large 
assemblage that gathered at the junc- 
tion of Liberty street and Maiden lane, 
on Thursday, December 23, to listen to 
the Christmas carols which were sung 
by choristers of the Insurance Society of 
New York. 

Long before the stated hour of 12:30 
large crowds began to gather around the 
small platform which had been erected 
just below the offices of the Great Amer- 
ican, and which was donated by William 
J. Moore, of Alexander Moore & Sons, 
and when the ceremonies began there 
was more than 1,200 in the assemblage. 

Six policemen were assigned to divert 
trafic north and south on Pearl and 
Nassau streets, which permitted those 
who took part and had gathered at the 
scene to concentrate their minds on the 
singing of the carols. 

Just before the singing started, Arthur 

Darby, of Cammann, Walter & Darby, 
Inc., distributed red poppies among the 
100 choristers. Mr. Darby also directed 
the singers and was assisted by Miss Du 


Bois, cornetist of the John Street 
Church. te 
Printed programs containing the 


words of the carols to be sung were 
distributed among the assemblage, and 
they were requested that they all join 
in the singing. At first there was but 
a murmur among the gathering but by 
the time the fifth carol had been reached, 
the crowd began to sing more vigor- 
ously and the last carol was sung by 
everybody present, including the mem- 
bers of the police department who had 


been ordered to the scene to keep 
order, which, by the way was entirely 
unnecessary, other than to regulate 
traffic. 


The carols sung included O Come, All 
Ye Faithful; Hark The Herald Angels 
Sing; It Came Upon the Midnight Clear; 
The Wassil Song; The First Nowell; 
O Little Town of Bethlehem; Silent 
Night and Joy to the World. 

At the close of the ceremonies on the 
street, the singers and a number of in- 
vited guests adjourned to the rooms of 
the society at 100 William street, where 
refreshments and cake were served. Be- 
fore serving the cake, Edward C. Lunt, 
president of the society, cut the first 
piece and it was suggested that he eat 
it and tell those present if it was “fit 
to eat.” Judging from what was left 
it must have been very good. Dancing 
brought the festivities of the day to a 
close. 





NOW RUNS BOOK EXCHANGE 


Lyman Sleet, of Ashland, Ky., has un- 
dertaken something novel in the way of 
business. Sleet was one of the best 
known insurance men in Kentucky until 
his eyes failed him. He spent some 
years withsthe Kentucky Actuarial Bu- 
reau, became a local agent at Ashland, 
special agent for the American Central, 
and was with the Chicago office of the 
Tokio, handling reinsurance matters, 
when his eyes failed him. One of the 
newspapers at Ashland. Ky., recently 
carried a story about Sleet, ‘under the 
heading, “Operates a Book ‘and Record 
Exchange.” His book exchange is pro- 
gressing successfully. 





HEADS COUNTRY CLUB 
William Macintosh, New York man- 
ager of the Roval, has been elected pres- 
ident of the Siwanoy Country Club at 
Mount Vernon, N. Y., one of the leading 
metropolitan golf clubs. 





The E. H. Taggart Agency, Inc., Niag- 
ara Falls, N. Y., dealing in all kinds of 
insurance, has been chartered at Albany 
with $10,000 capital. 
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John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
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CHINESE WAR RISKS 





Marine Markets of the World Still Ap- 
prehensive Over Continued Fight- 
ing in Parts of China 

The troubled conditions of China are 
causing underwriters some apprehension 
and uneasiness. The Manchester Guar- 
dian Commercial of December 21, writ- 
ing on this subject says: 

“The situation in China does not be- 
come any less perplexing to underwrit- 
ers as time goes on. Nothing of a catas- 
trophic nature—except the serious dimin- 
ution of business—has occurred, although 
a state of war exists. Special rates for 
war risks are naturally being maintained, 
although they are not very heavy. Even 
to Hankow war risks are covered for 7s. 
6d. per cent. From Hankow the risk is 
considered more serious, and 15s. per 
cent is being charged. I learn that tea 
awaiting shipment at Hankow has been 
covered whilst in warehouse for a month 
at 50s. per cent. These rates reflect the 
prevailing confidence that matters will 
right themselves before long. Of course, 
if Shanghai comes under the rule of the 
Cantonese, it is to be expected that trade 
will be made very difficult. But possibly 
negotiations between the Cantonese 
leaders and the Powers would then be 
speeded. up. 

“In other directions underwriting diffi- 
culties are mainly to be observed in the 
lack of provision for the heavy total 
losses that have been suffered this year. 
Particularly has this been proven in 
f.p.a. business to Australia and New Zea- 
land, which has always been quoted very 
cheaply. With the heavy losses that 
have been suffered on the Paparoa, the 
Port Kembla, and the Ayrshire, under- 
writers are being compelled to revise 
their rates. F.p.a. business by liners is 
no longer being looked upon as jam.” 


JORDON A SPECIAL AGENT 


William A. Jordon, Sr., has been ap- 
pointed special agent in Virginia for the 
Hampton Roads Fire & Marine, of Nor- 
folk, effective January 1. For several 
years Mr. Jordon was special agent in 
state in the farm department of the 
Royal. Later he opened an independent 
adjusting office in Richmond, Va. He 
will continue to occupy his office. 
Courtenay W. Harris, who on January 1 
becomes manager for the state of Vir- 
ginia for Rose & Smith, of Baltimore, 
will take over Mr. Jordon’s adjusting 
business. 








MISS JENNINGS MARRIED 


Miss Elizabeth Jennings, daughter of 
George B. Jennings, veteran state agent 
at Richmond, Va., for the Royal and 
offiliated companies, was married this 
week to Marion N. Fitzgerald, well-to-do 
young stock broker of Richmond, a son 
of Littleton Fitzgerald, for many years 
a big personal producer for the North- 
western Mutual Life in that city. The 
wedding was one of the leading social 
events of the Christmas season. 


LLOYD’S COMMITTEE 


The following, whose names are given 
in alphabetical order, have been elected 
to form: the committee of Lloyd’s Under- 
writers’ Association for 1927: 

Messrs. H. G. Chester, N. Dixey, H. 
W. Edmunds, F. J. L. Fish, P. Har- 
greaves, T. A. Miall, A. R. Mountain, E. 
R. Pulbrook, W. B. Rouse, A. B. Stew- 
art, A. W. Street, and G. H. Valentine. 








BOSTON BROKERS ACT 


The Association of Insurance Brokers 
of Massachusetts has asked, through 
President Harry A. Stevens, that it be 
allowed representation at the conference 
to be held in Boston on January 4 be- 
tween the agents and a committee of the 
Eastern Underwriters Association on the 
subject of commissions. 


are TO C. OF C. BOARD 


T. E. Braniff, president of the Braniff 
Companies of Oklahoma City, was elect- 
ed to the board of directors of the Okla- 
homa City Chamber of Commerce for 
the 1927-28 term. 
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Holiday Greetings 


For another year we have enjoyed the finest 
thing that life can give; an opportunity to be 
of service. 


We take this occasion to express our thanks 
to all those who have made our work so 
pleasant and agreeable. If in the doing of 
it we have also pleased you, our reward is 
great indeed. 


May the Joyous Christmas Season bring hap- 
piness to you and yours, and the New Year 
find us and leave us as the one just closed— 
Business Associates and Friends. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
Hart Darlington, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. Jackson, President F. P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 











NOTICE TO NEW JERSEY AGENTS 





Eastern Underwriters Ass’n. Will Hold 
Meeting on Commissions in New 
York January 7 
_The New Jersey Committee of the 
Eastern Underwriters Association, dis- 
cussed commissions in New Jersey at a 
meeting on Wednesday in a general way 
and it was decided that no definite con- 
clusions should be reached until the view- 
point of the local agents on this highly 
important matter could be given con- 

sideration. 

The committee will hold a meeting in 
the board rooms of the New York Board 
of Fire Underwriters, 85 John street, 
New York City, on Friday, January 7, 
at 2:00 p. m. At this meeting local 
agents from all sections of New Jersey 
who desire to discuss with the committee 
the subject of commissions may have 
opportunity for so doing. 

Agents who desire to be present at 
this meeting are requested to notify the 
Eastern Underwriters Association, 135 
William street, New York City, of their 
intention not later than Wednesday, 
January 5, in order that suitable ar- 
hear may be made for the meet- 
ing. C. White, vice-president of the 
evens is chairman of the New Jer- 
sey committee. 





ST. LOUIS TAX DECISION 


The Missouri Suprem® Court in Jan- 
uary is expected to hand down a deci- 
sion in the case involving the constitu- 
tionality of Section 6386 of the Revised 
Missouri Statutes of 1919 and the ef- 
forts of the city of St. Louis to tax ar- 
bitrarily the assets of various insurance 
companies with home offices in that city. 
In the meantime the companies that are 
involved in the dispute will tender to 
Collector of the Revenue Edmond Koeln 
certified checks or cash to cover the 
amount of state, city and school fund 
taxes that they owe under the tax re- 
turns they submitted to City Assessor 
Kred Gehner several months ago. 





LICENSING CLERKS AS AGENTS 

J. V. Bowman, secretary of the Ken- 
tucky Fire Underwriters’ Association, 
has recently sent out a bulletin to mem- 
bers, in regard to the question of the 
insurance commissioner’s office having 
been active in licensing clerks and sten- 
ographers in insurance agents’ offices, 
something that came up at the last meet- 
ing, at which time W. B. Triplett offered 
to take the matter up with the commis- 
sioner, as he would have to go to Frank- 
fort on another matter. He reported 
that on November 24 he called at the 
commissioner’s office, but found him to 
be out of the city. 


SKULL FRACTURED; DIES 
Buffalo, N. Y., Dec. 27—David D. 
Rounds, 42 years old, of No. 178 High- 
land avenue, this city, vice-president and 
treasurer of the Deuel-Lapey & Co., Inc., 
insurance firm, of No. 122 Pearl street, 
this city, died Christmas Eve at the 
Millard Fillmore Hospital here after suf- 

fering injuries of a fractured skull. 





DEARDEN MAY GET NEW POST 

The name of Robert R. Dearden, edi- 
tor of the “United States Review,” of 
Philadelphia, has been suggested as a 
good candidate for insurance commis- 
sioner to succeed Einar Barfod in 
Pennsylvania. 





SHOWS SATISFACTORY GAIN 


The New York office of the Standard 
Accident will produce approximately $2,- 
750,000 in premium volume in all lines 
this year. This is an increase of about 
$1,000,000 over last year and reflects the 
healthy growth of the office. ; 

Eugene F. Hord, vice-president in 
charge, is quite encouraged over the fact 
that the loss ratio has also been greatly 
reduced, especially in general liability 
which had a 300% loss ratio last year 
as compared with 69% this year. 
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a Novel Christmas Greetings © | 











Tr Fich may read and mbble F 
The Poor’ must heap on Raisin Pigs. 


Coimare Proverb- A. Gurernan 


Clarence A. Ludlum, vice-president of the Home, 








has always sent out a novel 


holiday greeting and that sent to his friends this week is one of the most orig- 


inal of all the greetings which have gore out. 


this page. 


Mr. Ludlum is to be toastmaster at 
the brilliant banquet which the Blue 
Goose will give at the Waldorf-Astoria 
Roof Garden on the night of January 6. 
Among those whom he will introduce are 
Karl A. Bickel, president of the United 
Press Association; Major George Pal- 
mer Putnam, who visited Greenland on 
an exploring expedition and who will 
talk at the banquet and show his movies 
of the expedition; Horace Liveright, the 


c 


A cut of it is reproduced on 


publisher of “The American Tragedy” 
and other popular books; and Herbert 
Adams Gibbons. Among those who will 
attend this dinner are William Waller 
Hawkins, executive director of the 
Scripps-Howard newspapers, and Fred S. 
Ferguson, president of the Newspaper 
Enterprise Association. It is hoped that 
Ogden H. Hammond, Ambassador to 
Spain, will also be in attendance as he 
has given a provisional acceptance. 








MORE COMPANIES JOIN E. U. A. 

Six more companies have joined the 
ranks of those in the Eastern Underwrit- 
ers’ Association, thus narrowing the field 
of the non-board companies. The com- 
panies which have most recently joined 
include the following: Birmingham Fire 
of Pittsburgh; New Brunswick Fire, 
New Brunswick, N. J.; Lafayette Fire of 
New Orleans; Underwriters Fire of Con- 
cord, N. H.; Metropolitan-Hibernia Fire 
of Chicago, and the Pittsburgh Under- 
writers of Pittsburgh. 





AGENT INVENTS REGISTER 

W. R. Baldwin, Ohio Farmers agent 
at Berea, Ohio, is credited with having 
evolved a principle of accounting on 
which two United States patents have 
been granted. It is called the Baldwin 
Automatic Business Register. 


ROCHESTER COMMISSIONS 

Companies belonging to the Eastern 
Underwriters’ Association are notifying 
agents in Rochester, N. Y., that those 
who do not return by today the “Status 
of Agency Blanks” with their election as 
to which scale of commission they desire 
to operate under, their commissions after 
December 31 will be at the rate of 15 
and 25%, as provided in the graded scale 
of the association. 


HEADS AGENTS’ COMMITTEE 

E. M. Sparlin, of the Hotchkiss-Spar- 
lin agency of Rochester, N. Y., has been 
appointed chairman of the membership 
committee in the National Association of 
Insurance Agents. Mr. Sparlin is one of 
those agents regularly seen at the mid- 
year and annual conventions of the as- 
sociation. 
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E. U. A. TO AID AGENTS 





Plans to Protect Them Against Over- 
head Writing Through Brokers 
On General Cover Forms 

Edward Milligan, president of the 
Phoenix of Hartford, in a talk he made 
recently at Hartford, said that one of the 
functions of the Eastern Underwriters’ 
Association would be to discourage the 
writing of large mercantile risks and 
special hazards through brokers under 
general cover contracts or inland marine 
floaters, on which local agents in the ter- 
ritories where the risks are located re- 
ceive little or no compensation. Mr. Mil- 
ligan urged the local agents themselves 
to complain of these practices for the 
protection of their own interests and said 
he believed that such protests would be 
reccived favorably by the companies 
themselves. 

“T think,” he said, “that the agents of 
the United States have been singularly 
ineffective in dealing with that very im- 
portant question. There is not one of 
you who has not had_ busitess taken 
away from a territory where you operate 
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as the result of the issuance of a general 
cover contract or inland marine contract 
floater and I venture the assertion that 
there are not ten men in the room that 
have endeavored to bring home to the 
offending companies their failure to pro- 
tect you in your fie 

“I want to say something to you: Just 
so long as you will permit companies 
that you represent to compete with you 
in ways that you are not free to use 
yourselves, they are going to continue. 
‘This Association (Eastern Underwriters’ 
Association) is going to make an effort 
to handle that matter and I believe its 
purpose is going to be accomplished. At 
any rate, they are going to set up ma- 
chinery that will make it impossible for 
the vast amount of the business that has 
been flowing in that direction to con- 
tinue. 
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International Meeting 
On Credit Insurance 


18 NATIONS REPRESENTED 





General Discussion in London on Best 
Means of Cooperation Between 
Banks and Insurance Companies 





An International conference on credit 
insurance has just been held in London, 
at which ecighteen nations were repre- 
sented. C. E. Heath, chairman of the 
Trade Indemnity Company, who _ pre- 
sided, said that one of the fundamental 
ideas connected with credit insurance, as 
between people of different nationalities, 
was that the insurance should be inter- 
national. By that he meant that it was 
far better that a foreign credit should 
be dealt with by the insurance compa- 
nies representing the countries of both 
the debtor and the creditor, than that 
the creditor’s insurance company should 
act alone. This applied not only to the 
advisability of accepting the risk at all, 
but to the terms of it, and the settling 
of possible losses. It was therefore of 
immense importance that they should be 
acquainted with each other, and know 
each other’s methods. By meeting to- 
gether they ought to be able to improve 
the business and avoid its dangers. First 
came the necessity of getting correct 
information, and to get it in such a way 
that their informants would feel that 
what they had told would remain abso- 
lutely a private matter. Discretion in 
that respect was vital. 

Their function was to encourage trade, 
both national and international. The 
more the trade of one country prospered, 
the better for its neighbors. It was 
their primary business to insure what 
were called trade risks, and experience 
had taught that these were the only safe 
risks to insure. He thought that those 
who had not yet definitely formed their 
plans for carrying on credit insurance 
could have faith as to the prospects of 
success. Only twice in nearly 30 years’ 
experience had they made a loss. That 
was in the very early days of 1902 and 
1906. The loss was quite small, and, 
taking one year with another, the profits 
had been very satisfactory. 

Rating of Risks 

H. S. Spain said it had always been 
deemed desirable to require the seller 
to take part of the risk, as the gross 
amount of a debt invariably included the 
seller’s profits. With regard to the rat- 
ing of risks, he did not think that it 
would be possible to fix tariff rates for 
many years to come, especially for in- 
ternational trade. Possibly after a few 
years it might be possible to find a scale 
of rates for purely domestic credits, but 
even in that class of business varying 
conditions of trade would destroy the 
possibility of a permanent tariff. One 
of the objects of that conference was 
to endeavor to find a basis of agree- 
ment on the subject of the rating of 
risks, and he suggested that there should 
be inaugurated a scheme of reinsurance 
between all the countries, and that each 
country be left to fix the rating of its 
own domestic operations. The reinsur- 
ance treaties should be divided into two 
—one treaty for domestic risks, where 
both buyer and seller domiciled in the 
country of the company; and the other 
treaty in respect of external business, 
where the buyer was outside the coun- 
try of the insurance company. 

Cooperation of Banks 

A discussion took place as to the best 
means of cooperation between banks and 
insurance companies interested in credit 
insurance. 

Dr. Herzfelden (Berlin) said that 
banks had shown more interest in 
credit insurance companies during the 
critical times of the last few years; but 
that interest was far from sufficient. He 
thought the banks were not sufficiently 
acquainted with credit insurance mat- 
ters. There should be in every impor- 
tant bank a department not less familiar 
with credit insurance than, for instance, 
with fire or marine policies. 

M. A, De Rougemont (Paris) thought 





consultation and’ cooperation between 
bankers and credit insurers were neces- 
sary in order to formulate a joint pol- 
icy of action and to provide adequate 
indemnity for the needs of trade and 
industry, whilst safeguarding the essen- 
tial principles of finance and insurance. 

The chairman submitted a motion to 
the effect that in principle they were 
prepared to take a share of every credit 
in respect of debtors domiciled in their 
respective countries which had in the 
first place been submitted to them for 
approval, and had been approved by 
them, always provided that they were 
not already sufficiently interested in 
the risk from other quarters. 

It was explained that the resolution 
was not obligatory, but optional. The 
motion was agreed to. 

A resolution was also passed stating 
that those present would, on request, en- 
deavor to obtain reliable information re- 
specting each firm whose name was sub- 
mitted to them, and furnish the com- 
fany making the inquiry with a copy of 
a'll reports received. 





R. P. BARBOUR GIVES DINNER 

Robert P. Barbour, United States at- 
torney of the Northern Assurance, was 
host at a dinner at the Waldorf-Astoria 
on Monday night for the department 
heads of the company. In behalf of the 
department heads and field men Mr, 
Barbour presented Alfred G. Martin; re- 
tiring manager of the New York de- 
partment, with a beautiful oriental rug. 
After the dinner the party of twelve 
men attended the play “Broadway.” 


RATE INCREASES IN W. VA. 

Farm risks are excluded from the gen- 
eral fire insurance rate increases from 
10 to 25% which go into effect in West 
Virginia on January 3. The dropping 
of the farm risks from the schedule of 
increases comes under a revised sched- 
ule filed by the West Virginia Board 
of Insurance Underwriters. 


PATERSON ON THE JOB 

The fire prevention division of the 
Paterson, N. J., Safety Council has been 
doing good work in that locality for over 
three years. George Clair, chairman of 
the division, has been active in promot- 
ing fire prevention programs on all avail- 
able occasions, 





ACTS ON FREE INSURANCE 





I, Tanenbaum Office Tells Companies 
They Will Be Accountable -or 
Any Errors in Reports 
One of the large insurance brokerage 
offices in New York, I. Tanenbaum, Son 
& Co., have notified the fire insurance 
offices in the city that reports of over- 
due earned premiums on business placed 
through that firm must strictly conform 
te the facts or the offices involved will 
be held to legal accountability for any 
damage done the Tanenbaum organiza- 
tion by such reports. The notice says in 
part: “We. have recently received 
statements frcm several offices claiming 
that certain premiums had not been paid. 
An examination of our records revealed 
that these contracts were not chargeable 
to us and that the charges billed to us 
did not bear on contracts obtained by 
us. In one instance a certain agency 
office sent a patron of this office a no- 
tice of cancellation for and claiming non- 
payment of a certain premium. An ex- 
amination of our records evidenced the 
fact that the item in question had actu- 
ally been made by us for a period of 
fiiteen days, and the policy that was or- 
dered canceled by the agency had ma- 
tured four months prior to the notice of 
cancellation. ‘he earned premium itself 
had been paid to the company at the 

closing out of the binder. 

“In order to avoid embarrassing your 
office or our own, we respectfully ad- 
vise you that this office is prepared to 
liquidate all premiums and (or) earned 
premiums on accounts obtained by us, 
and that any error on your part in for- 
warding notices to the Commissioner of 
Insurance containing any reference bear- 
ing on accounts placed by this office in 
contlict with the facts will justify our 
office holding your company legally lia- 
ble ior any injury that we may suffer. 
Please take due notice of this communi- 
cation and acknowledge its receipt.” 





CITE MANAGER TO APPEAR 

Following charges preferred by the 
field supervisor and general agent of the 
Massachusetts Protective Association of 
Worcester, William G. Dowsett of Bat- 
tle Creek, a former representative of the 
insurance organization, has been cited 
by the Michigan department to appear at 
a hearing January 24, 1927. 
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ASKS DATA ON COMMISSIONS 


Supt. Beha of New York Moves to Cor- 
rect Evil of Payments of Ex- 
cess Fire Commissions 

As a result of the John Doe inquiry 
held by the Complaint Bureau of the 
New York Insurance Department with 
regard to irregular practices of certain 
fire insurance companies and brokerage 
offices, especially the payment of excess 
commissions, Insurance Superintendent 
James A. Beha has asked the companies 
and their agencies to forward to the 
Insurance Department information about 
the payments of excess commissions. De- 
siring to correct these evils which are 
violations of rules and against ethical 
practices, the superintendent asks the 
companies the following question: 

“The department desires your co-op- 
eration in correcting these evils, and to 
such end we would request that on or 
before December 31, 1926, you reply in 
writing to the following question: 

“Have you or has any representative of 
your organization during the year 1926 
directly or indirectly, in any form, paid 
excess commissions to any broker, brok- 
erage firm or his or its placer or other 
representative? If so, give details, in- 
cluding names of the companies, as- 
sureds, policy numbers involved, names 
and addresses of brokers, placers or 
others to whom excess commissions were 
given, dates and amounts thereof and 
whether or not such payments were 
made with the knowledge or approval of 
the executive officers of the companies.” 





IN BUSINESS FIFTY YEARS 

R. H. M. Mills & Sons, oldest local 
agents at Pine Bluff, Ark., are celebrat- 
ing the fiftieth anniversary of the or- 
ganization of their agency. R. H. Mills 
was in Pine Bluff for a long time, hav- 
ing gone there in the sixties as a young 
man where he entered the insurance 
business in 1876. He died in 1915 at the 
age of eighty-four. At the present time 
the agency is conducted by two of his 
sons, Arthur W. and Tracy Mills. The 
former joined the agency in 1894 after 
some experience aS a newspaper re- 
porter, and the latter after leaving col- 
lege. Arthur W. Mills was at one time 
active in the National Association of 
Insurance Agents in its earlier years. 
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Delinquent Balances 


CANCELS OVERDUE ACCOUNTS 


Young & Simon, Washington, D. C., 
Keep After New Accounts and Cut 
Off All the “Dead Beats” 

Young & Simon, agents of the Ameri- 
can of Newark in Washington, D. C., 
pride themselves on never having their 
names appear on the delinquent payment 
list, when their companies make up the 
lists of agencies whose balances are 
overdue. The secret of their method is 
brief, namely, to cancel off assureds who 
are habitually delinquent and devote in 
cultivating new and prompt paying cli- 
ents the time which might otherwise be 
wasted in chasing after those who refuse 
to pay until a policy has been in force 
for several months. 

In explaining how they have overcome 
the almost universal problem of slow col- 
lections Morris Simon, of Young & 
Simon, wrote the following for “Ameri- 
can Service,” the publication of the 
American of Newark: 

“We always took the position that the 
only portion of the premium which be- 
longed to us was our commission, and 
that the balance was in the nature of 
a trust fund, belonging to our compa- 
nies. We did not call it a trust fund at 
that time because we did not know what 
that meant, but we did take the posi- 
tion that the net was not our money. 

“In recent years we have had occasion 
to somewhat revamp our credit system. 
We found that we had a comparatively 
large sum of money on our books, and 
that, while we were able to pay our 
companies promptly when the accounts 
became due, yet this was accomplished 
at the expense of quick-paying assureds. 
Every agency has a number of such. 
\ careful study of our accounts was 
made and at the present time we have 
a statement taken off every two months 
showing a complete list of all of our 
clients, and the amount owed by each. 
Following the amount owed is a detail 
showing how much of said amount is 
less than thirty days old, how much is 
between thirty and sixty days, how much 
is between sixty and ninety days, and 
how much is over ninety days. 

“A careful review of this for a few 
years past, has shown us which assureds 
are profitable and which are unprofitable, 
and has indicated that the same people 
are usually in the ‘over ninety day old’ 
column When we find this to be so, 
we have a talk with the assured in ques- 
tion, show him the impossibility of our 
continuing to handle his business on this 
basis, and if we find that he cannot be 
put into current shape, we either cancel 
his business or discontinue writing any 
further business for him, finally elimi- 
nating such customer. If is true that it 
takes some courage to refuse to write 
insurance, or to order policies cancelled 
with the consequent return of commis- 
sion, but we find that if we give half the 
time usually given to the collection of 
the premiums from slow-pay assureds, to 
other customers who will pay their bills, 
that we develop more new, profitable 
business than is lost thereby.” 


MARQUETTE TO CUT CAPITAL 

The Marquette National Fire, of Chi- 
cago, is to reduce its capitalization from 
$500,000 to $200,000 and the difference 
will be transferred to surplus. The com- 
pany will confine its operations to the 
state of Illinois, President Anthony Ma- 
tire announces. 








America’s Annual Fire Waste of $570,000,000 is.a National Disgrace 


Organize, Agitate, Educate, Preach and Pradtice Fire Prevention 





Fire 








Good Will is an intangible asset, but one 
of great value to an insurance company 
and its agents. 


Good Will saved the Fireman’s Fund in 


1906 when the company was faced with 
conflagration losses of over $11,500,000. 


Good Will has been largely responsible for 
its continued growth and present standing. 


Good will makes it a very good company 


to represent. 
“Goop WIL is the disposition of 
a pleased customer to return to the 


place where he has been well treated.” 
— U.S. Supreme Court 
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QUESTIONS CHURCH INSURANCE 

Commissioner Button of Virginia has 
been making inquiry with a view of as- 
certaining whether any property of the 
Episcopal Church in Virginia has been 
written under a blanket policy issued by 
a leading fire company to the Domestic 





and Foreign Missionary Society of the 
Protestant Episcopal Church in the 
United States which waives certain re- 
strictions in the New York standard form 
and provides that no churches or other 
buildings under the jurisdiction of the 
missionary society in New York shall be 
insured under the policy. His inquiry 
was prompted by reports that an effort 


had been made to insure church prop- 
erty in Virginia under the policy which 
allows a flat rate of $10 per $1,000 on 
churches and $11.50 on other buildings. 

Just what he has found out along 
that line he is not prepared to disclose 
at this time. He says that he may hold 
a hearing in regard to the matter early 
in January. 
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Report on Marine 
Insurance in Holland 


THIS YEAR UNSATISFACTORY 
United States Vice Coneul Gives Review 
of Present Conditions; View 
Future Hopefully 
There are approximately 200 firms, 
local and foreign, in the marine insur- 
ance business in Holland, according to a 
report just received from Vice Consul 
Eugene W. Nabel of the United States 
at Rotterdam, Netherlands. From a 
financial point of view the marine insur- 
ance business has been far from. satis- 
factory during the greater part of 1926. 
Nevertheless, underwriters are hopeful 
and look for improvement in the near 

future. 

Holland’s oversea trade is slowly but 
steadily developing especially with the 
Dutch East Indies, where the improve- 
ment of monetary conditions had a fa- 
vorable effect upon the import trade. In- 
surance rates on outward shipments 
from Holland leave only a small margin 
of profit. Efforts made to establish a 
tariff for such shipments were unsuccess- 
ful. Better rates obtain on shipments 
of produce from the Dutch East Indies, 
which are laid down in a tariff. Ina 
number of instances however, these tar- 
iff rates had to be reduced because of 
keen foreign competition. The slightest 
general average absorbs the premiums 
which are based on such rates; as a 
matter of fact generé al average often 
seems to be completely disregarded in 


quoting rates. Formerly insurance rates 
on shipments bound from the Indian 
Archipelago for European ports were 


governed by. a tariff of the Dutch East 
Indies Marine Underwriters’ Associa- 
tion. This association, however, has not 
functione “| since several years and efforts 
are again being made to revive it. 

The Rotterdam and Amsterdam Com- 
mittees of the International Marine In- 
surance Union have been in touch with 
various marine centers in England and 
on the Continent with a view to improve 
the general position of marine insurance. 
One of the results of this operation with 

sritish underwriters is the establishment 
of a standard form of policy for Dutch 
hull business, both for liners and tramps. 
The form is meant to bring about uni- 
formity as ag: inst the past great variety 
of so-called brokers’ or owners’ clauses. 
These variations have made it difficult 
for underwriters to appreciate the exact 
scope of their liability on a given policy. 

Rates of premium on cargo insurance 
have slightly increased during the year. 
Insurance conditions have been ak 
ened in favor of the insured, yet rates 


have not been correspondingly raised. 
Dutch marine insurance policies have 
recently been made to conform as to 


the provisional value clause for grain 
covers, with policies approved by the In- 
stitute of London Underwriters. 





MATHER & CO. INCORPORATE 


Mather & Co., well known marine in- 
surance brokers ‘and ave rage adjusters of 
New York and Philadelphia, will be in- 
corporated under the laws of Pennsylva- 
nia on January 1, as Mather & Co. 
Charles E. Mather, senior member of the 
firm, will continue as head of the busi- 
ness as president. Victor C. Mather and 
Gilbert Mather will be vice-presidents, 
and Walter E. Roehrs, secretary and 
treasurer. The New York offices will be 
incorporated separately under the New 
York laws, with the title of Mather, Lim- 
ited. 





S. C. Miller & Co., Inc., New York 
Cit, insurance business, has been char- 
tered at Albany with $10,000 capital. 


Owner of Lighter 
Liable for Cargo 


VESSEL HELD )_ UNSEAWORTHY 


Was Not Oveshaded at Time She Sank 
in New York Harbor; Was Built. 
Over 45 Years Ago 

The owner of the lighter Miami has 
been held liable for the damage to the 
cargo on the boat when she sank in New 
York harbor in January, 1923. The Fed- 
eral Court for the Eastern District of 
New York held that the steam lighter 
was unseaworthy at the time. The case 
was that of the Richmond-New York 
Steamship Co. (libellant) against the 
“Miami” of the Clyde Lighterage Co., 
Inc. sigham, Englar and Jones repre- 
sented the libellant, and Macklin, Brown 
& Van Wyck for the respondent. The 
full text of the opinion of Judge Mosco- 
witz follows: 

“The libellant was the bailee of a car- 
go of burlap. The “Miami” was owned 
by the respondent, Clyde Lighterave 
Company, Inc., which was engaged by 
the libellant to carry the cargo of bur- 
lap for the libellant, on January 16, 1923. 
Pursuant to the agreement, the ‘Miami” 
was to carry the cargo from Pier 2 Am- 
erican Docks, Staten Island, to Pier 7, 
North River. The ‘Miami’ left Pier 2, 
American [ocks, and proceeded up the 
bay with the cargo. The ‘Miami’ bean 
to take in water rapidly and thereupon 
headed for Burns Brothers Docks. Be- 
fore reaching the dock the ‘Miami’ sank, 
dumping its cargo of burlap into the w- 
ter. It was stipulated upon the trial that 
the value of the ‘Miami’ was $2,500. 


Lighter Overhauled 


“The steam lighter ‘Miami’ was a 
wooden boat built in 1880 or 1882. Wal- 
ter McKay testified that he made a sur- 
vey of the ‘Miami’ in 1921, at which time 
the boat was seaworthy, and in answer 
to a question he said, ‘the boat was sea- 
worthy if not overloaded.” Andrew J. 


Smith made a survey in December, 1922, 
and testified that the boat was sea- 
worthy. George M. Clyde, the president 


of the Clyde testified 
was the 
and was 


Lighterage Co., 
that the Clyde Lighterage Co. 
owner of the lighter ‘Miami’ 
purchased by it in 1917. He said that 
at the time the vessel was purchased it 
was an old vessel and that it was over- 
hauled. He further testified that no one 
supervised the ordering of repairs on the 
vessel and in the making repairs he re- 
lied upon the report of the master as to 
its condition. The master of the ‘Miami’ 
testified that in September, 1922, the boat 
was corked and that the dav of the acci- 
dent the cargo was loaded and it pro- 
ceeded up the bay and the engineer 
called out that the boat was leaking and 
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Telephones: 





CHESTER M. CLOUD 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 


Maryland Casualty Company (Casualty Lines) 
Harmonia Fire Insurance Company 
London &.Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Corner Maiden Lane and William Street 
John 1363-5976 
New York City 














Maurice Diaz In 
Bankruptcy Court 


PICTURESQUE MARINE FIGURE 





Underwriter for Several Companies in 
England in Post-War Period; 
Visited This Country 
Another at one time prominent com- 
pany underwriter in London, Maurice 
Diaz, has had to face the music in the 
Bankruptcy Court. During the war he 
was doing an enormous business and un- 
derwriting for a number of companies, 
all of the more or less weak-kneed va- 
riety. During the boom period he also 
made premium history, but—as usual—- 
Nemesis was on the track of tyros and 
Maurice Diaz was one of them. His story 
is only one of many who did not see any 
signs of impending disaster, consequently, 
an application was made on December 1 








that water was coming in from the bow. 
He testified that the weather was rough 
and the water choppy. The master tes- 
tified before the local inspector that the 
planking would not hold together. 

The boat seams were % inch to 1 inch 
in width. In a number of places the 
oakum was out of the seams and the 
seams were filled with dirt and not wa- 
ter-tight. The deck planks were short, 
the starboard log rail out of repair and 
the seams were wide open in places. But 
one plank was pulled home with screw 
bolts. The planking was irregular. The 
deck beams were reenforced and some 
of the beams were rotted. The seams 
were so broad that you could see day- 
light through them. No suitable expla- 
nation was given by the respondent for 
the sinking of the “Miami.” None could 
be given as this boat was unseaworthy. 

I am convinced that this boat was not 
seaworthy and that the respondent was 
fully acquainted with its condition. There 
is nothing to indicate that the captain 
of the “Miami” was competent to super- 
intend and make repairs. A casual in- 
spection of the “Miami” would disclose 
the fact that she was unseaworthy. The 
lack of privity has not been established 
by the respondent and the prayer for 
limitation of liability is denied. 

A decree may be entered for the 
lant against the respondent with 
and the usual order of reference. 
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APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co.. New York 
Admitted Assets, $4,976,780.91 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 











WRITE FOR OUR AGENCY PROPOSITION 





to Registrar Warmington at the London 
Bankruptey Court for an order of dis- 
— on behalf of Maurice Diaz, 9 and 

Kyder Street, St. James’s, S.W. who 
tailed last June with provable claims of 
£18,024. 

Walter Boyle, senior official receiver, 
reported the assets had not yet been sold, 
but were expected to realize between 
£3,500 and £5,000. The applicant was born 
in Salonika, of Spanish parents, and he 
became a naturalized British subject in 
1920. He went to England in 1909, and 
since 1915 had been associated with many 
companies (mostly insurance) of which 
he had acted as a director and under- 
writer, receiving for those services a sal- 
ary and share of the profits; he estimated 
his income up to 1922 averaged £15,000 
per annum, and on January, 1922, he had 
a surplus in assets of £100,000, consisting 
chiefly of shares. 

The bankrupt attributed his failure to 
the collapse of the before-mentioned com- 
panies, and to the forfeiture of his shares 
in the Argonaut Co. The only opposition 
to the discharge was the insufliciency of 
assets and after hearing Mr. Tindale Da- 
vis im support of the application, his 
Honor granted a discharge subject to a 
judgment for £100 to be satisfied by an 
immediate cash payment. 


FRANK H. CAUTY TALKS 





Tells Marine Class of Changes in Hull 
Insurance and Elimination of 
Wagering Policies 

Frank H. Cauty, marine manager for 
the Liverpool & London & Globe, and 
one of the best known marine under- 
writers here of the group which re- 
ceived their training in the British mar- 
kets, spoke last week before the marine 
insurance class of the Insurance Insti- 
tute of America. He took for his theme 
the subiect matter of insurance, and told 
how today underwriters will insure 
against loss to cargoes, hulls, freights, 
duties, profits, increased values, commis- 
sions, disbursements and other insurable 
interests, 

In the early days of marine insurance, 
especially in the seventeenth and eigh- 
teenth centuries, gambling policies were 
not at all uncommon, underwriters put- 
ting in the words “interest or no inter- 
est” in policies, so that the assured had 
merely to surrender his policy to col- 
lect in the event a vessel was lost, and 
did not have to prove, as he has today, 
that he had suffered a loss by virtue of 
the sinking. 

Another big change in marine insur- 
ance that has occurred since the early 
days has been the abandonment of the 
old system of ship owners of trying to 
underestimate the true value of their ves- 
sels for hull insurance. With the values 
of ships today in many instances con- 
siderably below the original cost of build- 
ing them, owners use every means to 
keep the insured values up. Rates are 
low and the extra insurance costs not 
great. Underwriters, on the other hand, 
try to keep the hull insurance consistent 
with present day ship values, in order 
to cut down the moral hazard. 

In the olden days when hull rates were 
much higher, ship owners, according to 
Mr. Cauty, would get as little insurance 
as they could consistently on their hulls, 
and offset this by taking out insurance on 
disbursements in large amounts. Dis- 
bursements insurance, quite obviously, 
was written at rates much lower than 
straight hull lines. 
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Luther B. Little, manager of the Pub- 
licity Division of the Metropolitan Life 
was due to pay a visit to his office this 


week, the first in months. Following an 
accident on a golf course he was taken 
to the Lawrence Hospital, Bronxville, 
N. ¥., where he remained five months, 
much of the time strapped to a board. 1 
asked Mr. Little to tell how wu feels to 
spend all that time in a hospital and he 
has kindly written this very graphic and 
entertaining narrative : 

You ask, “Don’t you want to while 
away some of your time by writing the 
experiences of a man in a_ hospital?” 
Your questions are. 

What do you read? 
visitors do you receive? 
talk about? How do they try to cheer 
you up? How do you pass away the 
time generally? 

As a preface to any details, perhaps I 
ought to say that my hospital experience 
covered a trifle over five months from 
June 30 to December 9, which any one 
who tries it will agree is long enough 
to give an adequate idea of the nature 
of the institution and will, if he does 
not want to make it the subject of con- 
versation for the rest of his life, put him 
in a frame of mind to consider it a closed 
incident when he gets out. He will want 
to “forget it.’ I was there as the re- 
sult of an accident on a golf course. I 
fell and fractured my hip. I had acci- 
dent insurance, of course, in the Metro- 
politan with which I am connected. If 
the insurance editors want to serve their 
fellow-men they will take every occasion 
to tell all readers that accident insur- 
ance is “a very present help in time of 
trouble.” 

Accident Policy No. 7 

Several hundred notes of sympathy 
reached me during the time I was incar- 
cerated. Each helped to lighten up the 
day and all were welcome. But I think 
the one that stands out -as especially 
cheering to me was from Stewart La 
Mont, fourth vice-president of the Met- 
ropolitan, which reached me a couple of 
days after the accident and in sub- 
stance said this: “I’m glad you had 
some good accident insurance. Send me 
your policy and when I find out what it 
calls for, I'll do the rest.” 

Mr. La Mont is the officer who is the 
head of the accident and health division 
of the Metropolitan. The pain in my 
hip grew less from the moment I got his 
letter. I had accident policy No. 7 
which was issued the first day the Met- 
ropolitan began that branch of insurance. 
Seven is my lucky number. My birth- 
day is July 7—the seventh day of the 
seventh month of the year. 

* 


What kind of 
What do they 


Irritated by Soldiers of Fortune 

I read samples of about all the books 
that were ever written, from the Greek 
Testament to “The Private Life of Helen 
of Troy,” and including some numbers 
of The Eastern Underwriter. Some of 
the best sellers got on my nerves. A 
kind friend sent me “Beau Geste” and 
“Beau Sabreur.”’ I read them, They 
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were thrilling. But I couldn’t help won- 
dering just how long each of the men 
who were shot, slashed, crucified and 
otherwise maltreated would have to stay 
in a hospital in order to be ready for 
the next chapter. It rather annoyed 
me to think that a man could get a lot 
of bullet wounds and sword cuts and in 
jig-time be riding a camel across a sandy 
desert while a man who fell down on a 
golf course had to be tied up in a heavy 
splint for three or four months. 

So I changed from that style of litera- 
ture to Bruce Barton’s “The Book That 
Nobody Knows.” ‘That was a relief. 
Then there were three books by a writer 
named Longstreth, “The Laurentians,” 
“The Catskills” and “The Adirondacks” 
—books of out of doors, full of pictur- 
esque description, humor, fishing, tramp- 
ing, canoeing and mild adventure. They 
were a joy for a man who knew the Adi- 
rondacks and the Catskills, and who was 
unable to move three inches in the bed. 

Detective stories were good for the 
long hours of the night when there was 
no sleep. Three books which are good for 
anybody were brought to me by James 
Victor Barry, fourth vice-president of 
the Metropolitan. They were the series 
by Lord Frederic Hamilton, “The Van- 
ished Pomps of Yesterday,” “Days Be- 
fore Yesterday,” and “Here, There and 
Everywhere.” ‘Taken together they give 
the reader a squint at almost the whole 
world, as it was observed by the cultured 
eyes of that eminent British diplomat. 
On my table was “The Oxford Book of 
English Verse,” and I took occasion to 
try to commit to memory some of it. 
think I read ten times Keats’ “Ode 
on a Grecian Urn,” which may sound 
rather high-brow, but the ode seemed 
to fit in with the quiet life | was forced 
to lead. What fits better with a man 
who has been immobilized for three 
months than the opening lines: 

“Thou still unravished bride of quiet- 

ness, 

Thou foster child of silence and slow 

time.” 

I almost thought Keats had me in mind 
when he began the poem. 

I committed to memory Kipling’s poem, 
“Mulholland’s Contract,” because it had 
the lines: 

“And I laid up for seven weeks conva- 

lescing of the fall, 

And reading the shiny Scripture texts 

in the seaman’s hospital.” 

I learned that the Greek Testament 
text (the latest revision of which I think 
was classical Greek) did not include in 
the Lord’s Prayer the words, “and thine 
is the kingdom and the power and the 
glory, forever,” but gave them in a foot- 
note as being probably marginal inter- 
polations by some of the revisors or 
translators. 

One book which I read was the Phaedo 
of Plato, which, as all the school boys 
used to know, is an account of the last 
hours of Socrates the day he drank the 
poison. 

It relates that after the jailer had come 
in and taken off his chains, Socrates 


reached down and rubbed his leg where 
the chain had irritated it. I envied the 
old philosopher in ability to bend down 
or to pull up his leg and rub it, and 
some of the hot days it seems as if a 
dose of hemlock would be rather com- 
forting in return for the privilege. 
+ +* & 


Visitors 

As to visitors: Taken altogether, 
enough insurance men were in my room 
to have held a convention. And many 
who did not come sent me letters. In 
the course of my life I found I had made 
quite an, extensive acquaintance, and it 
was one of the things that made life real- 
ly worth while that so many of them 
came to see me. The presidents and 
other executives of a half dozen of the 
life insurance companies sent me letters 
and from the Metropolitan they came to 
see me. til 


The Round Table 


In the Metropolitan Home Office the 
officers’ luncheon room has a round table 
which seats seventeen. From this the 
luncheon party is known as “The Round 
Table” and the men speak of themselves 
as “The Round Table Gang.” They gibe 
and heckle each other unmercifully at 
luncheon, but will go the limit in making 
it pleasant for one of their number who 
is out of luck. What this “gang” and 
their wives did to make life pleasant for 
me passes belief. They made my room 
look like a florist’s shop; supplied books, 
cigars, cigarettes, glasses of jelly, hot 
squabs, little sausages and other delica- 
cies from the home kitchens. It was 
some compensation for the monotonous 
days just to have evidences of good fel- 
lowship with such a group. 

President Fiske was abroad 
the accident happened. He = sent me 
notes of sympathy from Europe and 
others when he returned after the worst 
was over with me. Other groups, such 
as The Insurance Advertising Confer- 
ence, insurance editors, many of my old 
political associates, groups of newspaper 
men from all around the country, from 
New Orleans to Seattle, were among 
those who did their best to help the time 
pass. 

Dartmouth College men (I’m one) 
brought me books, baskets of fruit, flow- 
ers and the latest news of the football 
team (which this year was not cheering). 
The publicity division of the Metropoli- 
tan and a devoted lot of friends I have 
in the printing division, came to see me 
and overwhelmed me with the things 
that make life in a hospital endurable. 

oe a Om 


when 


Barry An Every Day Caller 

But—maybe you know James Victor 
Barry, of the Metropolitan. He lives in 
Bronxville, N. Y., and the hospital was 
in that village. Ordinarily at the home 
office I sit beside him at our luncheon 
table. From the day I entered the hos- 
pital until the day I came out there was 
not one day that he did not come to see 
me if he was at home. 


What They Talked About 


You ask what the visitors talked about. 
If Victor Barry calls on a man daily for 
150 days—is there anything that will not 
be talked about? Please do not think I 
was not quite well informed as to what 
was going on in the insurance world. 
Also, do not think for a minute that I 
was not kept informed up to the minute 
on divers and sundry other topics which 
are confidential as between Mr. Barry 
and myself. 

You once published a story of Barry’s 
8,000 mile trip across the continent to 
tell a few stories to an insurance com- 
missioner. I don’t know that the com- 
missioner really appreciated what he was 
getting but 1 want to say that if his state 
allows it he might well include Barry’s 
carfare in his annual budget. His state 
and the commissioner himself will be 
enough better to make it a legitimate 
item of expense of the department. At 
any rate, J. Victor Barry did what doc- 
tors and nurses and all the parapherna- 
lia of the hospital were trying to do— 
namely, keep a man who was strapped 


flat on his back from letting his head as 
well as his leg atrophy. 
‘ae 


The Amen Corner 


I have friends in “The Amen Corner” 
and some of them come to see me every 
week and what they said on the various 
topics would fill a small library. The 
treasurer of “The Amen Corner” is Wil- 
liam Leary, known to most New York 
people who have lived on the island of 
Manhattan any length of time as “Bill” 
Leary. He spent every Saturday after- 
noon with me and Louis Seibold of 
the “Evening Post”; Harold M. Ander- 
son of “The Sun”; T. O. McGill, the 
well-known cartoonist, and inventor of 
rhythmic prologues; Col. Ernest K. 
Coulter, originator of the Big Brothers’ 
movement, and one of General Pershing’s 
headquarters staff during the war, and 
Charles Steckler, who was one of the in- 
corporators of the Corner, were others of 
“The Amen Corner” who came to see a 
“brother in distress.” 

Supreme Court Justice Dowling, Jesse 
S. Phillips, president of the Great Amer- 
ican Indemnity; William Lawrence, who 
founded the hospital, and his son Ar- 
thur; Steve Evans, who lives at the Yale 
Club and commutes to Buffalo; Carter 
Field, Washington correspondent of the 
“Herald-Tribune”; Tohn W. Dwight, for- 
mer Republican whip in the House of 
Representatives, and Nat Elsberg, were 
others who were my visitors or sent me 
news of the outside world by telephone. 
I knew as much about the world series 
games, the sesqui-centennial prizeficht, 
and the progress of the political cam- 
paign as if I had been in the thick of all 
of them. 

+: © & 


It is hardly necessary to speak of what 
the visitors did to cheer me up. During 
the political campaign a large number of 
wise people tried to cheer me up by tell- 
ing me “Jim Wadsworth would surely 
be elected.” That was good until the 
polls closed on election night. 

Some of the members of the Golf Club 
where I was playing on June 30 came to 
tell me that cement steps had been built 
on the steep place where I fell“down, and 
maybe they thought it would cheer me to 
know that nobody else would fall there. 
It did; but as the doctor said there would 
be no more golf for me for an indefinite 
period, I resigned from the club. 

I had a round robin from the club 
signed by eighty-six men, telling me to 
hurry up and come back and get into 
the game again. It was a very fine thing 
for them to do, it seemed to me, and my 
thanks go to each and every one of 
them. 

* * * 


Compensations in Everything 

You ask: “How do you pass the time 
generally?” I think fully a hundred who 
wrote or called said, “The first hundred 
years are the hardest.” That seemed 
rather good during the first ten or 
twelve weeks, but it got a little shopworn 
after four months. Of course, the time 
hung heavily, but if anyone else is in 
for any such period let him bear this in 
mind, the hospitals usually render bills 
weekly—and when you have to take into 
the account the state of your bank bal- 
ance, the weeks seem to go whizzing 
past. There are compensations in every- 
thing. 

e + & 


The Radio 


There was a radio attachment near my 
bed, and I could “listen in” on whatever 
the telephone boy saw fit to dial in on. 
He controlled the whole thing. He gave 
the patients a lot of stations that were 
clogging up the air with jazz. Some of 
it was awful. It seemed to me that the 
well known lines might be parodied to 
read: 

“The man that hath no music in him- 
self! or is not moved with concord of 
sweet sounds, is fitted by nature to listen 
in on the stuff that comes from some of 
the radio stations.” 

But for footballs games, prizefights, 
election returns and some good concerts 


(Continued on page 35) 
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O. H. Johnson Scores 
Compulsory Auto Law 


HIS 1926 REPORT TO THE STATE 





Favors Making Requirements as_ to 
Motorist’s Ability to Operate Cars 
More Stringent 





The people of Wisconsin received this 
week trom Olaf H. Johnson, commis- 
sioner of insurance in that state, a New 
Year’s present in the form of an inter- 
esting report on insurance conditions in 
1920. ‘Touching on the casualty side of 
the business, Mr. Johnson said that 125 
casualty and surety companies transacted 
business in Wisconsin during the past 
year. He went into considerable detail 
on the problem of compulsory automo- 
bile insurance, his emphatic feeling being 
that it will not prevent accidents and will 
not eliminate from the highways and 
public streets the incompetent, irre- 
sponsible and reckless driver. 

“Such a law,” he continued, “can only 
assure indemnity to persons injured in 
automobile accidents and then only in 
such accidents where there is liability 
and where the party at fault is finan- 
cially irresponsible and unable to pay 
damages. it does not assure indemnity 
covering all cases. 


What It Doesn’t Do 


“It is wholly ineffective in any of the 
following cases: 

(1) Accidents caused by those who in- 
sure voluntarily. 

(2) Accidents caused by operators of 
adequate financial responsibility. 

(3) Grade crossing accidents 
which railroads are responsible. 

(4) Accidents in which the owner of 
cars only are injured. 

(5) Accidents to occupants to 
where there is no negligence. 

(6) Accidents where negligence can- 
not be proved or where the cars or per- 
sons at fault cannot be identified. 

(7) Accidents in which the persons 
killed or injured are at fault. 

(8) Accidents which occur in private 
places,—parking, stations, garages, etc. 

(9) Accidents caused by the motor 
vehicles when in use without the author- 
ity of the owner or when operated by 
thieves after the car has been stolen. 

“It is estimated that only 16% of the 
automobile owners carry insurance. This 
indicates that the great mass of our 
farmers, the owners of motor vehicles in 
our smaller cities and villages, and the 
laboring men are uninsured. The farm- 
ers are, as a rule, careful drivers and 
financially responsible to pay any rea- 
sonable damages. The percentage of 
our farmers that do not own farms are 
owners of personal property to the ex- 
tent to make them financially respons- 
ible. It should also be noted that very 
few fatal accidents occur in the country 
communities outside of our congested 
centers. The business men living in our 
smaller towns and cities are also gen- 
erally financial responsible, at least to 
the extent of any reasonable damages. 
Urges Careful Study Before Adoption 

“The passage of a compulsory auto- 
mobile law would impose upon this class 
of uninsured owner of motor vehicles a 
financial burden and the imposition of 
this additional cost may serve no good 
purpose with the great uncertainty of 


for 


cars 


the benefits and the advantages to be 
derived. 

“Before such a compulsory measure is 
adopted,” urged Mr. Johnson, “it should 
receive careful study and consideration 
in order to realize its disadvantages and 
dangers as against the possible benefits 
obtained. The state of Massachusetts is 
the only state in the union that has 
adopted a compulsory automobile insur- 
ance law. While Massachusetts is ex- 
perimenting with this new legislation and 
awaiting a fair test and trial of its re- 
sults, we might better devote our at- 
tention and direct our interest towards 
legislation that would directly tend to 
prevent the large number of accidents 
which are avoidable. 

Favors More Severe Scrutiny of 
Motorists 

“We might accomplish more in_ this 
direction by stringent requirements as 
to the applicants’ ability to operate a 
motor vehicle safely, by ascertaining his 
knowledge of the traffic laws, and his 
ability to operate a motor vehicle. 
Reckless driving and disregard of the 
rights of others by any user of our 
streets and highways should be vigor- 
ously prosecuted. Legislation requiring 
adequate penalty of infraction of traffic 
rules, a stringent automobile drivers li- 
cense law, and mandatory suspension or 
revocation of license for a_ specified 
length of time for cumulative evidence 
of careless or irresponsibility or for op- 
erating a motor vehicle while under the 
influence of intoxicating liquor and drugs 
or for other serious offenses would seem 
to be a much more effective answer of 
how to cut down automobile accidents. 

“There can be no tangible results ac- 
complished in the direction of accident 
prevention until we eliminate from our 
highways and public streets the reck- 
less and careless driver and those who 
are physically and mentally unfit to op- 
erate a motor vehicle. 

“In expressing these opinions with ref- 
erence to compulsory insurance, I do not 
hold an isolated position as is evidenced 
by the fact that at the last meeting of 
the Insurance Commissioners at Los An- 
geles, after mature discussion, a resolu- 
tion was formally and unanimously 
adopted that no action be taken towards 
sponsorifig compulsory insurance until 
the strength or weakness of such a law 
had been demonstrated by the state of 
Massachusetts.” 

Turning his attention 
compensation insurance, which he said 
was unknown in 1900 and now consti- 
tutes one of the largest factors in pre- 
mium production, Mr. Johnson reported: 
“Tt has proven a blessing for the wage- 
earner and to the employer as well. Wis- 
consin, with its efficient industrial com- 
mission, presents an enviable record of 
achievement in workmen’s compensation ; 
this state has led where others followed.” 


to workmen’s 





TAXICAB INSURANCE PROMISED 

The row in Boston over the insuring of 
taxicabs under the compulsory automo- 
bile liability law, effective tomorrow, ap- 
pears to be at an end. Insurance compa- 
nies have given ground and have agreed 
to write policies on this class of vehicles 
if given more time to work out the 
problem. 





The U. S. Casualty closed 1926 with 
approximately $7,900,000 of premium vol- 
ume in all lines. 
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Santa Claus Visits | 
Casualty & Surety Club 


XMAS PARTY A BIG SUCCESS 
The Gloria Tewsmaters Render Christ- 
mas Carols; F. J. O’Neill Elected 
President for 1927 





The Casualty & Surety Club of New 
York has reason to be pleased over the 
success of its Christmas party, held on 
Tuesday at the Drug & Chemical Club, 
New York. A happy, record-breaking 
crowd attended, nearly 350 in all, and 
their appreciation of the entertainment 
was quite evident as event after event 
was presented by John S. King, who 
lived up to his reputation as chairman 
of the entertainment committee in every 
sense of the word. 


Of course, such a party would be in- 
complete without a visit from Santa 
Claus, and his appearance after the dra- 
matic entrance of the four famous Glo- 
ria Trumpeters, was one of the high 
spots of the evening. Santa, imperson- 
ated by W. R. Mearns of Henry W. 
Ives & Co., had, as usual, lots of pres- 
ents in his big red bag. Knowing that 
he was to visit an insurance gathering, 
he had prepared beforehand a number of 
clever witticisms, a few of which he has 
permitted The Eeastern Underwriter to 
reprint. 

Santa’s “Joshing” Stunt 

They were all written in a 
fashion and made a big hit. 
them follow: 

There was a man named Beha 
And another one named Bland 
Now wouldn’t you be surprised 
If they grasped each other’s hand? 


‘“joshing” 
A few of 


There is a man we 
Who never says a 
His name is Edson 
Now isn’t that 


know, 
word, 

Lott, 

absurd? 


Another man you all know well, 
Who makes the welkin burn, 
He is a fiery orator, 
His name is John S. 


Santa also answered a few questions: 


Q. Why is the Volstead 
in Philadelphia? 


Turn. 


Act not observed 


A. Because it has a Constitution without 
amendments. 

Q. What is the difference between James 
A. Beha and the Czar of Russia? 

A. The Czar is dead. 

Q. What is meant by surety acquisition 
cost? 

A. I don’t know. Ask Howard Bland. 


Then there was another visitor, 
person of little 


in the 
Miss Betty Lancaster, 








who | recited the “Night Before Christ- 
mas” with poise and effectiveness. 

There wasn’t a man present who was 
not impressed by the Christmas carol 
renditions of the Gloria Trumpeters. 
They made a very effective picture as 
they stood in the shadow of the lighted 
Christmas tree and treated the Casualty 
and Surety Club to such old time songs 
as “O Come All Ye Faithful,” “Silent 
Night” and “The First Noel.” 

1927 Line-up of Officers 

Just previous to the party the election 
of Frank J. O'Neill, vice-president, Royal 
Indemnity, to be the new president of 
the club was passed favorably upon at the 
annual meeting. Mr. O'Neill, as nearly 
everyone knows, is the famous “Buck” 
O'Neill, who was the football coach of 

Columbia University. Richard Deming, 
vice-president, American Surety, is vice- 
president; John McGinley, New York 
manager, Travelers, second vice-presi- 
dent; and Richard Gibson, Royal Indem- 
nity, secretary-treasurer. 

Additional members of the executive 
committee were elected as follows: James 
Rk. Garrett, retiring president, who is 
manager, Eastern department, National 
Casualty; E. R. Lewis, resident vice- 
president, United States F. & G.; T. J. 
Grahame, resident vice-president, Globe 
Indemnity; Spencer Welton, president, 
New York Indemnity; H. P. Jackson, 
president, Norwich Union Indemnity. 

The annual report of the club shows 
it to have a present membership of 546 
and its healthy financial condition is 
shown by the fact that there are no dues 
outstanding. This is an indication of the 
good work done during the year by John 
Baptiste, the retiring secretary-treasurer. 


FAVORS GENERAL AGENCY PLAN 





Georgia Casualty Reflects This Attitude 
In Discontinuing Newark and 
Philadelphia Branches 
The action of the Georgia Casualty in 
the past few weeks of discontinuing its 
branch offices in Philadelphia and New- 
ark, closely followed by the opening in 
Newark of a general agency office under 
the same management as the branch of- 
fice, is indicative of the fact that this 
company will discontinue its branch of- 
fice system in preference for the general 

agency system. 

C. J. McNutt, the Philadelphia branch 
manager, has joined the Century In- 
demnity in a similar capacity. Harry C. 
Mitchell, manager of the Newark branch, 
heads the new general agency in that 
city. 
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SAMUEL APPLETON BUILDING 
110 MILK STREET, BOSTON, MASSACHUSETTS 





Practically every form of Insurance except Life 





\ JHEN advertising was in its infancy the extravagant claims of 
advertisers were excused under the misnomer of “good adver- 
tising.” Reality was something else again. 


Times have changed. Truth in advertising is now demanded by the 
readers of a periodical as well as by any advertiser worthy of the name. 


The policy of liberal treatment to its policyholders plus the policy of 
fair dealing with its representatives is what makes “The Service That 
Satisfies” a reality and not a mere advertisement. 


The insuring public also demands sound advice on insurance prob- 
lems. The Employers’ Group agent is sought because he can give such 
advice—because “Wise Men Seek Wise Counsel.” 


Ask any agent of The Emyloyers’ Group. 


{Agency connections still open in several territories. Write Agents 
Department and your letter will be referred to the proper party.] 
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B. M. A. Field ies To 
Enjoy 1927 Convention 


TQ BE HELD JANUARY 4 TO 6 





President W. T. Grant Elated Over 1926 
Results, Particularly the November 
Record Breaking Drive 


After a most successful year, the high 
spot of which was the record breaking 
campaign in November, the Business 
Men’s Assurance Co. of Kansas City will 
start 1927 with its 15th annual convention 
from January 4 to 6 inclusive. 

W. T. Grant, president of the com- 
pany, has reason to be elated over the 
results of November. His field force pro- 
duced more than $2,500,000 of business 
with a total number of points, as he 
termed them, or more than 20,000. This 
was a gain of nearly 10% over the best 
previous month in the company’s history. 
Ina age: of appreciation to the field 
men Mr. Grant said: “It would require 
a power of expression far beyond my 
limited capacity to adequately convey 
to you, either by boundless admiration 
for your ability to achieve whatever you 
may undertake, or my deep appreciation 
of the kindly regard for me which seems 
to have inspired you to so ambitious an 
undertaking.” 


An Attractive Program 


The annual convention of the Business 
Men’s Assurance will be in the nature 
of a happy family reunion. The program 
is most attractively arranged and includes 
the following activities: 

First Session—Tuesday, January 4 


Opening of meeting with singing by EL. 
Montague. 2. Welcome to Kansas City, Hon. 
A. I. Beach, Mayor of Kansas City and Director 
B. M. A. 3. Greetings from Chamber of Com- 
merce, Lou Holland, president. 4. Response, 
Walter M. Jones, Supervisor, Salt Lake City 
Branch Office. 5. Club Secretary’s Annual Re- 
port, Minor Z. Abell, Secretary, 1000 Club. 
6. Club President’s ‘Address, Fleming, 
President, 1000 Club. 

7. Introduction of 1927 Club 
and Directors, and Presentation 
blems to New Directors, A. /, Hogue, vice- 
president in charge of sales. 8. Announce- 
ments by entertainment committee, J. S. Mc- 
Clary, chairman. 9. Adjournment for noon 
recess. 

Second Session—Tuesday, 2:00 P. M. 

10. Improvements and Refinements for 1927, 
J. C. Higdon, secretary. 11. Methods That 
Guarantee Success, Dix Teachenor, $1,000,000 
producer, Kansas City Life. 12. Human In- 
terest Stories of B. M. A. Service, H. H. 
Sprinker, claim adjuster. 


Third Session—Wednesday, 9:30 A. M. 

14. Presentation of Ten Year Service Pins, 
L. D. Ramsey, treasurer. 15. Presentation. of 
prizes to winners in quota contest, J. H. Tor- 
rance, vice- -president. le Presentation of 
prizes in supervisors’ quota contest, Chlo Peter- 
son, secretary to the president. 17. Congratu- 
lations, E. J. Montague, director field service 
department. 18. Characteristics that I Look for 
in Selecting Men for Big Responsibilities, Theo- 
dore Gary, president, Theodore Gary & Co. 19. 
Adjournment for luncheon at chamber of com- 
merce, Kansas City Athletic Club. 


Fourth Session—Wednesday, 2:30 P. M. 


Vice-President 
of Club Em- 


20. Ordinary—or Extraordinary, J. C. 
Nichols, director of B. M. A. 2 Open Forum, 
L. L, Graham, chief claim adjuster, presiding. 


(During this period opportunity will be given for 
presenting any question of general interest to 
B. M. A. salesmen, whether concerning policy 
provisions, claim settlements or sales problems. 
The following specific topics will be discussed): 
A. How I determine who are my most favorable 
prospects. B. How I approach the prospect in 
a way to assure his favorable attention. C. How 
I decide what form and size of policy to present. 
D. Effective illustrations that persuade prospect 
to realize need and feel a desire for B. a. * 
service. FE. When and how often to try to 
close, F. How to determine when objections 
are real and how to meet them. G. How to get 
cash settlement with application. 

Fifth Session—Thursday, 9:30 A. M. 
. Merchandising Life Insurance, Frank W. 
Pennell, $1,500,000 producer, New "York City. 
24. Getting Things Done, S. A. Long, whole- 
sale distributor, Frigidaire, Wichita, Kansas. 

Sixth Session—Thursday, 2:00 P. M. 

26. Why My Company, A. W. Hogue, vice- 
president in charge of sales. 27. Now for the 
Next Objective, W. T. Grant, president. 28. 
Final Adjournment of Business Sessions. 





F. & D. VOLUME IN N. Y. 

The New York branch of the Fidelity 
& Deposit has tallied a premium volume 
of $4,250,000 this year in fidelity, surety 
and burglary lines. This is a 22% in- 
crease over last year. 


TO REINSURE MIDLAND 





The American Bankers Expects to Com- 
plete Reinsurance Deal Following Ap- 
proval of Stockholders on Jan. 18 

When the stockholders of the Ameri- 
can Bankers, of Chicago, meet on Janu- 
ary 18 a proposal will be submitted to 
them for a reinsurance contract by which 
the company will take over the business 
of the Midland Casualty of Milwaukee. 
This contract has already been drawn 
and awaits only the consent of the stock- 
holders of both companies. 

The American Bankers was recently li- 
censed by the Wisconsin Insurance De- 
partment to do business in that state. 
Through the purchase of its interest in 
the Midland Casualty, which occurred 
one year and a half ago, and which is 
now being consummated by re-insurance, 
the American Bankers not only enters 
Wisconsin but also obtains an old and 
long established agency force of high 
caliber. 

During the interval since August, 1925, 
the Midland Casualty has been capably 
managed by its secretary, Harry O. Max- 
well. The re-insurance, effective Janu- 
ary 1, 1927, will mean that Mr. Maxwell 
and his family will move their residence 
from Milwaukee to the executive offices 
of the company at Jacksonville, Il Em- 
ployes of the Midland at its home office 
in Milwaukee have been provided for in 
the new organization and those desiring 
to continue their places with the com- 
pany have been offered positions at the 
executive offices of the American Bank- 
ers. 

In the contract of re-insurance, the 
American Bankers assumes all responsi- 
bility for policy contracts outstanding of 
the Midland and directly transfers the 
entire business of the company in the 
cight states in which it is operating, with 
its annual premium income of $300,000. 


COAL MINE SITUATION BETTER 

Present Arrangement of Metropolitan 
Casualty with Southwest Virginia Op- 
erators Working Out Satisfactorily 


It is not expected that the new year 
will bring any change in the situation 
as to the compensation cover in the 
southwest Virginia coal mines. It is re- 
called that when the Metropolitan Cas- 
ualty wrote the bulk of this business last 
summer after the Associated Companies 
had quit the field, it was stipulated in 
a rider that either the company or the 
coal mine operators might cancel off pro 
rata on January 1927, if they saw fit 
to do so. 

According to Ray James, actuary of 
the Virginia Bureau of Insurance, who 
helped to engineer the deal, everything 
appears to be moving along smoothly 
with no complaints from either the Met- 
ropolitan or the operators. The business 
was written at $5.75 per $100 of pay roll. 





GOES ON STOCK COMPANY BASIS 

Plans have been completed to change 
the Mutual Indemnity Accident, Health 
& Life of California into a stock com- 
pany to St known as the Los Angeles 
Life Insurance Co. This company was 
organized in February, 1924 as a Los 
Angeles assessment company and its ac- 
tuary, John H. Upton, states that it is 
the first assessment company in the state 
to change-to the stock basis. 

Under the new arrangement two de- 
partments will be created, one devoted to 
life and the other to accident and health. 
The company will continue to confine its 
activities to California. The establish- 
ment of an industrial department de- 
pends upon the outcome of present plans. 





NEW HARRISBURG OFFICE 

The Metropolitan Casualty opens a 
service office tomorrow in Harrisburg, 
Pa., with Robert W. Hankee, formerly 
with the Aetna Life & Affiliated Com- 
panies as its field director. This office 
will serve 23 counties in central Penn- 
sylvania. 





GENERAL HAS BIG YEAR 


Rolls Up $15,750,000 P Premium Volume; 
a Gain of $2,500,000 Over 1925; 
Assets and Surplus Increase 
The General Accident will close 1926 
with nearly $15,750,000 premium volume 
which is an increase of $2, 500,000 over 
last. year; its assets will increase more 
than $3,000,000 and in spite of a sharp 
rise in premium reserve it will be able to 

show a substantial increase in surplus. 

Frederick Richardson, U. S. manager, 
in commenting upon this growth, said: 
“This sturdy development has not been 
due to any special campaign. It is the 
result of systematic effort in the past to 
build up a business that will be progres- 
sive in the best sense of the word and at 
the same time conservative in its parts. 
My thanks are due to the agents and our 
officials and employes for their unremit- 
ting efforts.” 





NAT’L. COMMERCIAL BUSINESS 





Mortgage and Title Company Affiliated 
With Commercial Casualty Reports 
$257,370 Earned Profits 
The National Commercial Title & 
Mortgage Guaranty Co., which is backed 
by interests affiliated with the Commer- 
cial Casualty and Federal Trust Co. of 
Newark, credits itself with earned profits 
of $257,370 in its report to stockholders 
by Harrison P. Lindabury, the president, 
after setting up a necessary reserve for 
income taxes. This amount is more than 
10% of the capital and covers the busi- 
ness of the company up to November 30. 
The reports also stated that mortgage 
loans of more than $7,000,000 have been 
made and that more than $1,000,000 of 
new business is in process. The first 

annual meeting will be held in March. 





W. L. ROBINSON MAKES CHANGE 

W. L. Robinson has been appointed 
examiner of the claims department of 
the Virginia Industrial Commission, suc- 


ceeding C. Bruce Watson, resigned. His 
appointment is effective January 1. 
For several years Mr. Robinson has 


been counsel for a Richmond bond and 
mortgage company. Previously, he was 
connected with the claims department 
of the Fidelity & Casualty branch of- 
fice in Richmond. 

Mr. Watson resigned his position with 
the commission recently to become cas- 
ualty claims attorney for the Virginia- 
Carolina Chemical Co. He will have 
charge of the company’s compensation 
legal work throughout the entire terri- 
tory in which it operates. 





B. E. HAMILTON’S NEW POST 

Bernard E. Hamilton is now settled in 
his new job as superintendent of the 
rating division, Compensation Rating & 
Inspection Bureau of New Jersey. He 
was formerly with the National Bureau 
of Casualty & Surety Underwriters 
where his work was creditable. For the 
past few years he has been manager of 
the bureau’s New England branch office 
for the states of Maine, New Hampshire 
and Vermont. 

Mr. Hamilton studied mechanical en- 
gineering at Stevens “Tech,” after which 
he had several years as an inspector be- 
fore joining the bureau. Miss Mabel 
Gosling will continue to fill the office 
of chief rater. 


AN HONOR FOR Cc. ‘D. HILLES 

Charles D. Hilles, the New York man- 
ager of the Employers’ Liability, whose 
influence in the political world is far- 
reaching, has been honored by President 
Coolidge by having been selected as the 
arbiter of Federal patronage in New York 
State. Mr. Hilles returned recently from 
a White House conference with the 
President at which the matter was dis- 
cussed. 

Previously Sentor Wadsworth had 
been New York’s spokesman, but as he 
will go out of office on March 4 it was 
necessary to agree upon a successor. The 
choice of Mr. Hilles is understood ta 
have the Senator’s approval. 


MARYLAND LOSES SALEM CASE 





Court Says Its Refusal to Insure “Drive- 
Yourself” Concern Under Massa- 
chusetts Act Is Unreasonable 

The state board of appeal created 
under the new compulsory automobile 
liability insurance law held last week that 
the refusal of the Maryland Casualty to 
insure the Ford Renting Co. of Salem 
was not reasonable and proper. 

The Salem company rents cars with- 
out drivers. The Maryland Casualty, in 
arguing that it could not be required to 
issue a motor vehicle liability policy, de- 
clared that it did not engage in “drive- 
yourself” business since it did not con- 
sider such business sound underwriting. 
It raised no objection to the risk for 
other reasons. Officials of the company 
have indicated that they will appeal the 
decision to the courts on questions of 
law and constitutionality. 

The state law provides that the board 
may require insurance companies to is- 
sue policies if the complainant is unable. 
This was the first case to go before the 
board. 





SAFETY ENGINEERS ELECTION 

The Newark Chapter of the American 
Society of Safety Engineers which was 
formed recently by the Newark Safety 
Council, have elected the following of- 
ficers: S. F. Larchar, president; R. C. 
Stratton, first vice-president; W. R. 
Smith, second vice-president; Dr. M. S. 
Henig, secretary; Weir, treas- 
urer; executive committee, A. J. Van 
Brunt, S. B. Farnum, A. L. Christiansen, 
S. H. Libby and E. Miller. Speakers at 
the meeting included Frank Walsh of 
the Hudson County Safety Council and 
Fred M. Rosseland, manager of the 
Newark Safety Council. 





AL B. CAREFUL’S NEW YEAR 
CARD 


The largest New Year’s card to be re- 
ceived by The Eastern Underwriter was 
from Al B. Careful, the famous accident 
preventionist of 11 Cliff Street, New 
York. The card measured 39 inches long 
and 26 inches and the copy, “A Happy 
New Year to You,” was attractively ex- 
ecuted on blue print paper. 

As is well known to insurance brokers 
in New York, Al B. Careful is the pen 
name taken by Charles L. Bussing, who 
has been a specialist in liability insur- 
ance for a good many years. 





TO MEET IN CHICAGO IN 1927 


The big National Safety Congress will 
be held in Chicago next year from Sep- 
tember 26-30. The entire first four floors 
of the new Stevens Hotel, which has not 
as yet opened, have been reserved to ac- 
commodate the delegates. 








The Fidelity & Deposit has brought 
suit in Denver posh to collect $8,379 
from John A. Holenberg, former state 
treasurer. 





Funk & Stone, Inc., New York City, 
dealing in all kinds of insurance, has been 
chartered at Albany with $5,000 capital. 


e . 
Big Bill 
agen from page 32) 
the radio in a hospital is a wonderful 





thing. 
. * * * 
Wordsworth wrote a sonnet which be- 
gins: 


“The world is too much with us; late 
and soon, 

Getting and spending we lay waste 

our powers.” 

Five months in a hospital has made 
plain that there is something in this 
world other and above this “getting and 
spending” of which the poet speaks. 

All the flowers are not sent to funerals 
and all the kind words are not carved on 
tombstones, and it is not necessary to be 
“suckled in a creed outworn” to “Have 
sight of Proteus rising from the sea, or 
hear old Triton blow his wreathed horn.” 












Cau 2 tttu 


\S Re ae oN 









UNDERWRITER 


— 





December 31, 1926 



































A PLEDGE 


Sound Insurance is as vital to stable business conditions as is 
sound banking. 


The responsibility of insurance companies to the public is 
great, and the standards of business conduct of these insurance 
companies are correspondingly high. 


The GENERAL REINSURANCE CORPORATION as the 
partner—through reinsurance—of more than fifty successful cas- 


ualty and surety insurance companies is pledged to uniformly up- 
hold these standards of business conduct and is further pledged 
to assist always—from within—in raising these standards, where 
possible, to an even higher level, thereby making insurance an in- 
stitution of even greater service to our nation in the solution of its 
economic, commercial, industrial and social problems. 


General Reinsurance Corporation 
80 Maiden Lane , New York 


CASUALTY AND SURETY TREATY REINSURANCES 


EXCESS AND CATASTROPHE 


J. G. WHITE, CARL M. HANSEN, 


President. Vice-Pres.-General Manager. 
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Hyde As Arbiter In 
Missouri “Comp” Fight 


FINAL HEARING JANUARY 5 





Employers of the State Up In Arms; 
Companies Must Justify Their Ten- 
tative Schedule of Rates 





Public hearings and mass meetings are 
being held galore in Missouri ever since 
the workmen’s compensation act 
passed on Election Day. Representatives 
of St. Louis industrial concerns declare 
that the tentative rates drawn up by 
the National Council on Compensation 
Insurance are discriminating against 
them and give specific cases to back up 
this contention. They say that in some 
instances the rates are 180% above those 
charged in Illinois for similar classifica- 
tions. 

In order to bring the matter to a 
head, Superintendent of Insurance Ben 
C. Hyde called together all interested 
parties recently for another public hear- 
ing so that the rates could be thoroughly 
reviewed. In the meantime a_ special 
committee of five, headed by E. J. Han- 
ley, representing the Master Plumbers’ 
Association, has gathered further data 
on the compensation situation for pre- 
sentation to Mr. Hyde. A questionnaire 
has also been sent out to every mem- 
ber of the St. Louis Chamber of Com- 
merce and its allied organizations asking 
for specific information on how the new 
rates will affect their plants. 

Hyde’s Approval Expected Jan. 9 

Since the superintendent expects to 
approve, if possible, a schedule of rates 
satisfactory to all by January 9, he will 
hold a final hearing on the subject in 
Jefferson City on January 5. On that 
date it will be up to the insurance com- 
panies to present facts to justify their 
tentative schedule and benefits. 

In the meantime an effort is being 
made to prevent those in Opposition to 
it from stampeding angrily into a stone 
wall stand. Several of the insurance 
speakers at recent meetings have ad- 
vised the opposing element to thoroughly 
study the problem from all angles. ‘They 
have pointed out that a workmen’s com- 
pensation act is a new thing in Mis- 
souri and it is natural that specific de- 
tails of its provisions will have to be 
ironed out. Elmer Donnell, managing 
director of the Associated Industries of 
Missouri, who led the fight for compen- 
sation insurance in the state, stated that 
in each of the other 42 states that 
adopted compensation prior to Missouri, 
industries were similarly exercised di- 
rectly after the law went into effect. 

Donnell Gives Views 


Mr. Donnell also explained that even 
if some of the proposed rates for Mis- 
souri were higher than previously 
charged, the new system is far better 
than the old employers liability system, 
as the dangers of damage suits are elim- 
inated and uncertainty removed. His 
opinion was also held by other compen- 
sation experts who have advised St. 
Louis business men not to become un- 
duly alarmed until the new law and in- 
surance rates to be charged under it 
have been given a chance to adjust 
themselves. 

The principal protest has come from 
the representatives of the lead and zinc 
mining industry in the Joplin district. 
The tentative’ schedule of rates fixed a 
rate of $13.94 for each $100 of payroll 
under compensation, compared with 
$6.32 under the present employers lia- 
bility rates. 

Reaction of the Mining Industry 


The mine operators feel that the new 
rates are confiscatory and unjust and 
would put the lead and zinc mines of 
Missouri out of business, because they 
could not compete with the mines of 
Kansas and Oklahoma, which enjoy 
lower insurance rates, $7.18 and $6 re- 
spectively. It was pointed out to them 
that the benefits under the Missouri act 
are higher than in Kansas or Oklahoma, 


was 











which difference in the 
rates. i 

At one of the recent hearings a repre- 
sentative of the St. Joseph Lead Co., 
which carries its own insurance, declared 
that its rate had ranged from $1 to $2.50 
per $100 of payroll, with no limit placed 
for medical aid and no three-day waiting 
period. 

This company has decided not to pur- 
chase its compensation insurance under 
the provisions of the new law, but will 
continue under the self-insurance plan, 
which it is privileged to do provided it 
can convince the Missouri insurance de- 
partment that it is financially able to 
carry its Own insurance. 

Hyde’s Position in the Matter 

In view of this wide-spread dissatis- 
faction among employers of labor, Su- 
perintendent of Insurance Hyde has 
taken the position that the burden of 
proof is on the companies to justify their 
tentative schedule of rates, the employ- 
ers’ liability provision of which will go 
into effect on January 9. The superin- 
tendent realizes that the position of the 
companies is a delicate one and that it is 
very difficult for them to foretell in ad- 
vance what their experience in Missouri 
under the new act will be. He desires to 
be fair and liberal with them in deter- 
mining what rates shall be charged, but 
he will insist that the industrial and com- 
mercial plants must not be discriminated 
against and be compelled to pay exces- 
sive premiums for their insurance pro- 
tection. 

Unfortunately, much of the present op- 
position to the tentative schedule is due 
to the campaign that was waged in be- 
half of compensation prior to the general 
election. Proponents of the act freely 
made the comparison between the rates 
of insurance charged in Missouri ie the 
old employers’ liability coverage and the 
very liberal compensation rates charged 
in Illinois. 

Illinois and Missouri Rates Compared 


Insurance men at that time did not 
point out that it was unfair to compare 


explains the 


Illinois with Missouri because the bene- 
fits under the Missouri act were much 
more liberal than under the latter state’s 
act. The result was th: at Missouri em- 
ployers got to aomguae 8 in terms of Illi- 
nois compensation rates. At every hear- 
ing this direct comparison has been made 
and, as submitted to the superintendent, 
it stands as follows: 


Tentative 


Missouri Illinois 

Rate Rate 
CAarpenthyr .cchissle $10.95 $5.00 
RKe-inforeed concrete.. O18 3.24 
Steel erection ........ 21.45 11.63 
Wrechifig c.ccécccices 22.34 9.76 
Steel stamping ....... 2.89 1.59 
Si BER so ais ics hxc ae 45 29 
WaeGOIN ok cscv ceed 23 09 
RAUGHIE Os «ceo ccoaade 1.57 1.11 
OT ee Eeener eee 1.91 1.26 
DOANE hs ces ueececues aa 1.65 
Stock 16€@ 6 sc ececaes 2.91 2.48 
Furniture manutacture 2.76 1.78 
CORI Siera ode acces 10.98 6.83 
‘ream and trock....... 6.45 3.54 
NESTING coy. ve eite seas 3.79 1.74 


Hall Explains How Rates Were Made 


\nother complaint of Missouri em 
ployers is that prior to the election they 
were assured by insurance men that if 
compensation passed they could reason- 
ably expect a decrease of about 25% in 
their liability rates. Instead, they feel 
that the tentative schedule actually 
threatens to increase the state’s total in- 
surance bill about 7%. Insurance men, 
on the other hand, insist that on the 
whole there will be a decrease averaging 
from 5 to 7%, without considering the 
big saving in lawyer’s fees and other ex- 
penses incident to the old damage suit 
plan of adjusting compensation to work- 


ers for injuries sustained while em- 
ployed. 
L. L. Hall, secretary, National Council 


on Compensation Insurance, who was 
present at the most recent hearing, ex- 
plaining that in order to arrive at a 
schedule, the council took the accident 
records of 31 states which have had 
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compensation acts and figured what they 
would have cost under the Missouri com- 
pensation benefits. Then these figures 
were divided by the payroll figures of 
Missouri to get the accident rate per 
$100 of payroll. To this result was added 
the cost of handling, payment of claims 
and inspection of plants, stores, etc., and 
a reasonable return to the companies. 
Kates secured in this manner were sub- 
mitted for 094 different classifications. 


MARYLAND’S CAROL SINGING 


Women’s Chases of 100 Voices Thrill 
More Than 1,000 of Company’s Em- 
ployes at Christmas Celebration 
The Maryland Casualty women’s cho- 
rus of 100 voices thrilled over a thousand 
employes of the company last week by 
the singing of Christmas carols around 
a large electric-lighted Christmas tree in 
the rotunda of the Maryland Casualty 
administration building. The chorus 
was accompanied by a brass quartette. 
The chorus also rendered a Christmas 
program at the regular Maryland Cas- 
ualty Sunday recital, Sunday afternoon, 
December 26, at 4 o’clock. The chorus, 
which has become very popular, is under 

the direction of H. S. Jefferson. 


WINS AUTOMOBILE VERDICT 
A verdict for $5,000, with $587.98 ad- 
ditional as interest and legal fees, was 
awarded James I, Collins, ot Jersey City, 


last week against the Georgia Casualty 
by a Newark court. Collins sued the 
company in behalf of his eleven-year- 
old son, who was run down and_ per- 
manently injured by the automobile of 
John Farka in Jersey City, March 24, 
1924. 

Farka was the holder of an accident 
liability policy with the Georgia Cas- 
ualty. Collins obtained a verdict of 
$16,002 in the Hudson County Circuit 
Court, Jersey City, March 11, 1925, 
against Farka, which has remained un- 
satisfied. A suit to recover the amount 
of the $5,000 auto liability policy was 
afterward instituted against the com- 
pany. 


W. G. CURTIS LEAVES STANDARD 

W. G. Curtis, associate 
Northern New Jersey branch of the 
Standard Accident, has resigned, effec- 
tive today. His new connection will be 
nade known at an early date. 

Mr. Curtis is well known in casualty 
circles both in New Jersey and New 
York. After serving two years as east- 
ern field representative for the home of- 
fice of the Standard, he was transferred 
to its branch office at Newark in Janu- 
ary, 1924, where he has been bond de- 
partment manager. 

Prior to his service with this company, 
Mr. Curtis was with the Aetna Casualty 
& Surety for a number of years. 


manager, 


COLLINS SUCCEEDS CURTIS 

C. J. Collins, surety special agent of 
the Standard ‘Accident’s northern New 
Jersey branch office, has been promoted 
to be manager of its bonding depart- 
ment, succeeding W. G. Curtis resigned. 
Mr. Collins has had considerable experi- 
ence with the National Surety and Fi- 
delity & Deposit in New Jersey. 


OPENS DES MOINES BRANCH 

A new branch of the Standard Acci- 
dent has been opened in Des Moines 
with Charles D. Fisk in charge with the 
title of resident manager. Mr. Fisk has 
had experience with both the Aetna Life 
& Affiliated Companies and Federal 
Surety. 


CHICAGO AUTO THEFTS 

Automobile thefts are reported to be 
increasing in Chicago to such an extent 
that there is talk of auto theft insurance 
rate increases there. It is said that the 
1926 total for Chicago alone will be about 
12,000 cars compared with slightly over 
7,900 in 1925, 








Prudential Double Indemnity Decision 
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(Continued from page 3) 


If (1) landing on my heels (instead of 
my toes) caused the rupture and if (2) 
catching my heel in the cuff of my trous- 
ers was an unusual, unforeseen or un- 
intended mishap while jumping, then (3) 
the event was “accidental.” And as it 
caused me to land on my heels, the rup- 
ture resulting from landing on my heels 
was effected by “accidental means”—the 
means being the mishap of catching my 
heel in the cuff of my trousers and 
causing me to land on my heels. 

The Company ts lable. 

B. Insurance Against Injuries or Death 
Effected By “Accidental Means” 

or by “accidental Causes” 
(4) 

(3) Intentional External Force Ap- 
plied by the Insured or with His Con- 
sent, but (b) there is an Ignorance of a 
material fact in the situation surround 
ing the application of the force. 

Look only to see whether or not the 
Ignorance of the material fact caused the 
insured (or the person acting with his 
consent) to fail to take such fact in the 
situation properly into consideration and 
whether such failure contributed to cause 
the injury or death. If so, some cases 
hold that such an injury is effected by 
“accidental means”; as, 

Example: (1) I jump off a 4-foot plat- 
form and land on my toes just as | 
intended, but unknown to me a ba- 
nana peeling was on the pavement, 
which, when I landed, caused my feet 


to slip from under me, causing a 
severe fall and | ruptured myself. 
If the fact that there was an un- 


known piece of banana pecling on 
the pavement can be said to be un- 
usual (and if known would have pre- 
vented me from jumping while it 
was there), then the resulting rup- 
ture might be said to have been ef- 
fected by “accidental means”’—the 
means being that the banana peel- 
ing on the pavement was a material 
fact in the situation which through 
ignorance I did not take into consid- 
eration. 

The Company is liable. 

Example: (2) I open a pimple on my 
face with a pin which I believed to 
be clean, but which in fact is laden 
with germs. Blood poison ensues, 
from which I die. We look only to 
the fact in the situation regarding 
which I was ignorant, to wit: the 
fact that the pin was germ-laden. If 
that fact, to wit: that the pin was 
germ-laden, can be said to be un- 
usual or unforeseen, then the result 
can be said to have been effected by 
“accidental means.” This does not 
touch the question whether a person 
ought to know that a pin may be 
laden with germs, but the example is 
based on the assumption that I may 
be ignorant that it is laden with 
germs, and believe it to be a proper 
instrument with which to open a 
pimple. Whether I am to be charged 
with notice that a pin or other instru- 
ment is dangerous for opening a 
pimple is another question, not nec- 
essary to be considered here. 

The Company is liable. 

(lf the pin were clean, and unknown 
germs were on the skin, those cases 
would probably hold the company liable, 
on the theory that the man was Ignorant 
that there were fatal germs on his skin.) 

(5) 

II. Intentional external force ap- 
plied by another without the insured’s 
consent. 

Look only to see whether the injury or 
death results from such force. If it 
does, then ipso facto the injury or death 
was occasioned by “accidental means”; 
as, 

Example: I am standing on a 4-foot 
platform. Some one slips up behind 
me and, without by knowledge or 
consent, jokingly pushes me off the 
platform. The fall causes a rupture. 
Since the fall was unintended by 


me the resulting rupture can be said 
to have been effected by “accidental 
WMmGans. 

The Company is liable. 

(If insured is an aggressor, some cases 
hold he can not recover.) 

(6) 

III. Unintentional external force ap- 
plied by the insured or by another. 

Look only to see whether such force 
caused the injury or death and if it 
did, then the injury or death was caused 
by “accidental means”; as, 

Example: (1) While hunting I inadver- 
tently drop my gun, which is dis- 
charged into my foot; 

(2) While hunting, my companion 
unintentionally drops his gun, which 
is discharged into my leg. 

The Company is liable. 

C. Death, as the Result, Directly or 
Indirectly, of — in Any Form 
(/) 

Disease as affecting or contributing to 
the result of an injury caused by acci- 

dental means. 

Look only to see if the disease co-op- 
erated with the accidental means in pro- 
ducing the death. 

Example: I accidentally stumble over 
an unexpected obstruction in a dark 
street and break my ankle and have 
compound fracture of ankle. An op- 
eration is necessary to set the bone, 
but pre-existing diabetes renders 
operation dangerous. Gangrene de- 
velops in ankle; leg amputated; gan- 
grene spread) and death followed. 
The diabetes condition caused frac- 
ture to develop gangrene. 

The Company is not lable. 

MAKES 12% INCREASE 

The New York office of the Commer- 
cial Casualty, under the leadership of 
Floyd N. Dull, resident vice-president, 
has made a 12% increase in premium 
volume over 1925. This increase is prop- 
erly distributed over all lines. It is an- 
ticipated that the loss ratio in this of- 
fice will be as good if not better than 
last year. 





Carmel, Preparing for Browning 
Trial, Buys Additional Insurance 

The board of supervisors in Carmel, N. 
Y., where the separation trial of Edward 
W. Browning is to be held on January 
24, has placed an additional $20,000 of 
fire insurance on the court house. 

The board has also taken out a $100,- 
000 indemnity policy protecting it from 
liability if any persons are injured while 
on county property. 
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Consult Your Agent or Broker 
As You Would Your Doctor or 





N our this, thirtieth year, we point with pride to 
the fact that the resources of the United States 
Fidelity and Guaranty Company have passed fifty-one 
millions—far greater than those of any other company 
in the casualty-surety business exclusively. 
An aggressive agency force, plus efficient under- 


Why? 


writing and claim service, is the answer. 


Claims paid since 1896—-$135,439,138.31 








United States Fidelity and Guaranty Company 


Home Office: Baltimore, Maryland 


CLEVER USE OF 1886 PRIMER 


Employers’ Liability Prepares “First 
Reader” of 7 Lessons Explaining 
Liability Insurance 
The Employers’ Liability have made 
use of the old-fashioned primer quite 
commonly used in our schools forty 
years ago in the latest piece of direct 
mail matter which has come from its ad- 
vertising department. 
In a short preface, the reason for this 
departure is given and it reads: “Ke- 
member how you struggled with your 
first reader? Remember the days you 
spent discovering that ‘the dog can run’? 
We thought that you would look back 
upon those days with pleasure and for 
that reason adopted the style of this 
booklet from the style of the Primers 

in vogue at that time.” 

The primer is composed of twelve 
pages and seven lessons and its purpose 
is to make clear how it happened that 
liability insurance, in the short space ol 
forty years, has grown from nothing to 
a class of insurance purchased by mil- 
lions of people. 

JOINS HARTFORD ACCIDENT 

Bruce G. Butterfield, formerly man- 
ager of the Associated Companies, starts 
the new year with the Hartford Accident 
& Indemnity in its liability and compen- 
sation department. He joined the Asso- 
ciated Companies in 1915 and in 1920 was 
appointed its manager. Mr. sutterfield 
has had a world of experience to qualify 
him for his new connection. 





The New York Casualty moved into 
its new quarters in the Insurance Center 
suilding, 80 John Street, last week. 








CASH CAPITAL Union 


$2,450,000.00 


UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 


Executive Offices: 


COMPANY 


Accident, Health, Burglary 


Liability, Plate Glass 


Eastern Department: 
Indemnity Bldg. 100 Maiden Lane 
lew Orleans New York 











Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Automobile 

Plate Glass 
Burglary 

Liability 

Property Damage 
Workmen’s 


Compensation 








SAFETY INSTRUCTION COURSE 
Hudson County Safety Council of N. J. 
Announces Progress for Executives 
of Industrial Plants 


Encouraged by the success of the 
safety course of last year, which was 
given by the Hudson County Safety 
Council of New Jersey, the organization 
has mapped out for the coming year a 
more complete and comprehensive course 
for foremen, superintendent and super- 
visors of the various industrial plants of 
Hudson County. 

Great care has been exercised in ar- 
ranging the program so as to give those 
who take the course a new viewpoint of 
the unpordant problems in preventing ac- 
cidents in their plants. The speakers 
will be men who are not only specialists 
and know their subjects but who will 
couch their address in simple language. 
Special awards have been provided for 
the second year graduates and the usual 
certificate for those attending the course 
for the first time. 

The entire course will be given at Pub- 
lic School No. 11 in Jersey City, on Tues- 
day evenings, except. Washington's 
birthday, and will start on January 11. 
The topics and dates for instruction are 
as follows: 

January 18—Proper Selection of Em- 
ployes and Getting Workers to Use 
Guards and Other Safety Devices. Janu- 
ary 25—-General Machine Shop Hazards, 
Including Safe Chains, Hooks, and 
Slings. February 1—Practical Fire Pre- 
vention; Equipment, ete., and Public and 
Home Safety in its Relation to Indus- 
trial Safety. February 8—First Aid in 
Industry—Necessity for Reporting Acci- 
dents and Artificial Respiration. Febru- 
ary 15—Housekeeping and Safe Practice 
in Handling Material. February 23— 
Your Health and Mine—Personal Care— 
Health and Hygiene. March 1—Produc- 
tion and Safety—Who Pays for the Ac- 
cident? and Dramatic |emonstration— 
“The Investigation of an Accident.” 





DECIDE ON 1927 MEETING 





Two Big Casualty Bodies to Meet Again 
at White Sulphur Springs from 
September 27-29 


The International Association of Cas- 
ualty & Surety Underwriters has de- 
cided on the Greenbrier, White Sulphur 
Springs, as the meeting place in 1927 for 
its 17th annual convention. The time 
is to be September 27 to 29. As has 
been the usual practice the National As- 
sociation of Casualty & Surety Agents 
will also hold its convention at the same 
place and time; and one of the features 
of the affair will be joint meetings be- 
tween the two associations. 

It has been suggested that convention- 
eers plan to be at White Sulphur Springs 
by Monday, September 26, as there will 
be no doubt a number of important 
meetings and conferences on that date. 
The hotel rates will be the same as in 
the case of the 1926 convention. 
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Premium Developers 


IDELITY BONDS — blanket, schedule and _ indi- 

vidual—covering employes of merchants and manu- 
facturers; Bankers Blanket Bonds—furnishing all 
‘round protection for banks; Judicial Bonds—required 
in a large number of legal proceedings; Depository 
Bonds—covering deposits of public money; Contract 
Bonds—generally required in connection with public 
construction work and in many other cases. 


Residence Burglary, Theft and Larceny Insurance for 
householders; Mercantile Open Stock Burglary Insur- 
ance for stores; Mercantile Safe Burglary Insurance for 
safe-owners; Messenger and Paymaster Hold-up Insur- 
ance for contractors, manufacturers, merchants and 
others; Office and Store Robbery Insurance for offices 


and stores; Check Forgery and Alteration Insurance for 
both individuals and firms. 


4 The agent who is willing to study a little, plan a little 
and keep plugging, will find that most, if not all, of the 
above bonds and policies can be sold in his community. 


FIDELITY Ann DEPOSIT 
COMPANY 


of Maryland 
BALTIMORE 
FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


——— 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltimore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to 


have full information regarding an agency 
connection with your Company. 
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AW MATERIALS, through 

successive steps of transformation 
finished products, are subject to the 
stant hazard of fire. 


Brown Bros. 


Insurance offers the protection and 
fidence essential at all stages. 


is the guarantee of an Organization 


this confidence. 


INSURANCE COMPANY LTD 


a . DEPARTMENTAL OFFICES: 
_ ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager 


Elwin W. Law, Manager 


: NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
William Mackintosh, Manager Field & Cowles, Managers H. R. Burke, Manager 
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A policy bearing the Red Royal Shield 
em- 
bodying every qualification which justifies 










































































